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A FARSIGHTED POLICY 


R "Republic's 5-Point Policy 
THAT NEITHE 


| A line of rubber items sufficiently complete to permit effec- 








tively supplying the requirements of the trade solicited. 
T 1 M E | 2 A quality of product uniformly good and capable of deliver- 
0 R ing service results that should reasonably be expected. 


3 A price basis inducing and making possible aggressive com- 
M E S petition with reasonable profit return. 
TI ; 4 Freedom from competition from his source of supply, 
HAN GED either direct or indirect, among the trade covered by 
HAVE C his day to day solicitation. 
5 Selling helps of reasonable amounts so that his sales force 


may be given the advantage of specialized training and a 
knowledge of the product sold. 
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_ tell them about 


ie BEAVER Power Adapter! 





It takes the Operated 
backache by any make of 
out of electric 


pipe threading or air drill 











OU doubtless have many customers who want portable electric thread- 
ing equipment—but whose present volume of business doesn’t war- 
rant a pipe machine. 
These customers are excellent prospects for a Beaver Power Adapter. Tell 
them about it— it’s just what they’ve been looking for—to take the back- 
ache out of pipe threading. 
It cuts right or left hand threads (4 to 2” )—reversible for backing off. 
The whole outfit can be taken apart in thirty seconds and transported from 
job to job. Easily handled—weighs only 29 pounds. 
Units may be bought separately. Your customer may build the complete 
outfit gradually, if he wishes. 
The Bethlehem Steel Co.; the Brooklyn Union Gas Co. and the U. S. Navy 
Yard are highly enthusiastic over the performance of their Beaver Power 
Adapters. Your prospects are the largest as well as the smallest shops— 
wherever its great convenience is desired. 
Fully covered, along with 29 other new and 18 improved Beaver items in 
catalog No. 34. Get your copy of this useful catalog. 


THE BORDEN COMPANY 
293 DANA STREET, N. E. 
WARREN, OHIO 























The Beaver Power Adapter 
may be used with or without 
Base—and is easily mounted 
in position in a few seconds, 


The Beaver Power Adapter 
also meets the demand for an 
electric-driven die stock. 











The Beaver Power Adapter operating a No. 41-F 
Beaver Die Stock to thread 4-inch pipe—with a 
¥e-inch “Special” Electric Drill. 
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GOOD PIPE 
COSTS NO MORE 
AND IT BUILDS 


GOOD WILL 


Republic Steel Pipe 
costs no more and 
it does help you get 
business. The rea- 
sons are evident. Republic is rec- 
ognized as one of the leading pipe 
manufacturers of America. Pipe 
bearing this name meets ready ac- 
ceptance. The good-will value of 
the prestige behind the name of the 
maker—prestige built up through 
years of conscientious manufac- 
turing practice and continued ad- 
vertising to many industries—is a 
valuable aid to your sales efforts. 
And along with Steel, you should 
stock Toncan Iron Pipe—made of 
an alloy of refined iron, copper 
and molybdenum—for those types 
of service requiring the maximum 
degree of rust-resistance. Many 
plants use both Steel and Toncan 
Iron, and this, again, helps build 
additional sales. Furthermore, 
both Steel and Toncan Iron Pipe 
can be purchased together and 
shipped in consolidated cars, mak- 
ing an additional saving to you. 
Write today for additional in- 
formation on Republic Pipe. 





REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “RBS” YOUNGSTOWN, OHIO 
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WITHIN 
30 DAYS 


DECIDED TO STOCK AND SELL 


SKILSAW DRILLS 


LEARN THE 
10 GOOD 
REASONS FOR 
THIS RECORD- 
BREAKING 
DEMAND! 


@ The Skilsaw line now offers you 8 power- 
ful Skilsaw Electric Drills, 6 famous models of Skilsaws, 2 
perfected models of Skilsaw Belt Sanders and 5 efficient 
models of Skilsaw Electric Blowers. Write for our new 
catalog today. 


SKILSAW, INC. 


3310-20 Elston Avenue ° Chicago 
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uy Billion Gallons 
sold by one 


. YEAR on the Gulf Coast, 9,000,000,000 
gallons of oil and gasoline flow through 
Goodrich Hose. This is about 90% of all the 
petroleum products handled through hose in 
this area. And The W. H. Steigerwald Co., Inc., 
Goodrich Distributor of Houston, Texas, has 
secured practically every foot of this enormous 
hose business. 










This case is an example of the way Goodrich 

works with distributors on any problem they 

may have. A few years ago Steigerwald had only 

his moderate share of hose business. He asked 

W. H. Steigerwald, Goodrich milan of Houston, Texas, Goodrich research to ee work, -” develop . 

who has sold 90% of all the conducting and discharge bose on better hose for handling crude oil. The result 

Coy ae was Goodrich Gulf Coast Type E Oil Hose—now 

standard equipment everywhere in his territory 

because its better value has been established by 
Steigerwald’s initiative and salesmanship. 


This is only one of many cases in which Goodrich 
research has given Goodrich Distributors a 
powerful advantage over distributors of all 
other lines. The completeness of the Goodrich 
line is another weapon all Goodrich Distributors 
enjoy. The extensive Goodrich advertising is 
another. But greatest of all advantages is the 
outstanding value a distributor can offer in the 
Goodrich line. Goodrich products are easier 
to sell—and they stay sold. The B. F. Goodrich 
Rubber Company, Mechanical Rubber Goods 
Division, Akron, Ohio. 








yy £15 


Headquarters of W. H. Steigerwald Co., Inc., 
at Houston, Texas. 


-ae Goodrich 
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of Oil Through Hose 
boodrich distributor 


NEW SOURCES OF PROFIT // 


f 
Goodrich research is constantly adding new items to // 

























the distributor’s line—new products on which to make 
a profit. For example, Goodrich distributors have 
recently been offered 


e Corrosion - resisting paints 
e Colored rubber floor mats 


e Field splicing method for rubber 
belts 


Practically every loading dock 
up and down the Gulf Coast 
testifies to the splendid sales 
work and service of TheW.H. | amg 
Steigerwald Co., backed by the =m 
better hose Goodrich developed @ 

for them. ; 


“Oil for the Lamps of 
China” and for every 
use in every nation, flow- 
ing into the holds of 
tankers at Houston 
through Goodrich Gulf 
Coast Type E Oil Hose. 


9 Billion gallons of oil 
and gasoline flow every 
year through Goodrich 
Hose such as this, 
sold by one Goodrich 
Distributor. 


ALL IN RUBBER 


a 
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Also Drop-Forged Wrenches 
“Supersockets” etc. . 


- » “Superrenches” . . . 
- - “Vulcan” Chain Pipe Tongs 
- . . “Agrippa” Toolholders .. . 


Drop-Forged Specialties. Ask for literature. 
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A 
ATTRACTIVE BOX FOR 


SWISS PATTERN FILES 





In line with its policy of doing everything possible to help 
dealers sell its product, the Nicholson File Company has 
brought out a new attractive box for its X.F. Swiss Pattern Files. 

This box will liven up your stock, make an attractive show- 
ing on your shelves and help you get your share of business 
from the great army of toolmakers, jewelers and other crafts- 
men who depend upon Nicholson X. F. Swiss Pattern Files 
for superfine filing work. 


Nicholson X. F. Swiss Pattern Files for every fine filing 
need, in the new boxes, are now ready for distribution. 
Nicholson File Company, Providence, R. I. U. S. A. 


Nicholson Files are exhibited in '"' The Home Workshop” 
at A Century of Progress, Chicago, Building 3, second floor 


NICHOLSON FILES 














FILE FOR EVERY PURPOSE 
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for High Speed Drives 
REX ROLLER CHAIN 


Rex makes a complete line of roller 
chains in single and multiple strands to 
meet the requirements of practically 
any high speed drive for plant or dupli- 
cate machinery application. These 
chains are available in standard sizes 
ready to ship from plant or branch 
stocks and nearby distributors. 

Rex Roller Chains are made from 
specially selected steels. Each part is so 
accurately made that when the links 
are assembled, there is no room for play 
between the smooth, close-fitting parts, 
consequently play and wear are slow to 


CHAIN 


appear. This high degree of accuracy, 
plus high tensile strength and a high 
degree of finish, make Rex Roller Chains 
outstanding chains for high speed drives. 

Block and leaf chains are also avail- 
able. 

Allstandard size sprockets are stocked 
for prompt shipment. 

If you are unfamiliar with Rex Roller 
Chain drives and their application, 
Catalog 440, the most complete book 
on roller chain ever issued, will be sent 
to any engineer, operating official or 
executive. 


BELT 
COMPANY 





1622 W. Bruce St. 


Milwaukee, Wis. 
Cable Address: Beltchain 


CHAIN & BELT CONVEYING 








ee 
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is known 






Monobloc Centrifugal Pump 


in every corner of the world. 


Deep Weil Turbine Pum 


In many languages it means 
WORTHINGTON and is 
recognized as assurance of 
dependable equipment and 


cooperative service. 


THE WORTHINGTON NAME 
on a dealer's line assures 


him of the full confidence 


of those he serves. 


@ Ask about the Worthington Dealer Plan 


tages rcecngeening PUMP AND ee auntie 


General Offices: HARRISON, NEW JERSEY - Branch Offices or Representativ cipal Cities throughout the World 


W 


A-34126 


WORTHINGTON 


ATLANTA BOSTON BUFFALO CHICAGO CINCINNATI CLEVELAND DALLAS DENVER DETROIT ELPASO HOUSTON __ KANSAS CITY 
LOS ANGELES = NEWORLEANS NEWYORK PHILADELPHIA PITTSBURGH ST.LOUIS ST.PAUL SANFRANCISCO SEATTLE TULSA WASHINGTON 
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‘Q@yy DEPENDABLE 
CARRIAGE BOLTS 


Steel that is safe, whether bolts are used in 












baby carriages or locomotive cranes—work- 


manship that comes only from years of experi- 





ence—clean threads and free-running nuts that 
speed up assembly—you'll find them all in | 
Upson Carriage Bolts. Available from Cleve- 

land stock in a full range of | 


sizes and every type of head. 





uPSON NUT Divistion 


REPUBLIC STEEL 


CORPORATION 


CLEVELAND, OHIO 


aR 
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backed by the unqualified endorsement of 
thousands of users. 

Nor do you need a big inventory. With 
complete stocks in 40 industrial centers you 
can get quick deliveries at any time to 
replenish your own stock or for any job. 

For general industrial service, complete 
Dayton Cog-Belt Drives, including pulleys, 
up to 1,000 h. p., provide advantages no 
other drive can offer. With the Dayton Cog- 
Belt, scientifically “built to bend,” they 
permit closer coupling, save floor space, save 
power, save money. 

Day-Steel Pulleys with Dayton Cog-Belts 
offer new efficiency and economy in drives up 
to7'/,h. p. They are made with | to 6 grooves, 
and are from 30% to 50% lower in price. 

And Standardized Fractional Horsepower 
] Yes, the sales opportunities are unlimited Drives with Dayton V-Belts, for small 

for Dayton Cog-Belt Drives. Already machinery and appliances, are accurately 
they are used as original equipment by leading engineered for any fractional horsepower, 
manufacturers of large and small machinery . . . any speed ratio, and any center distance. 
on such products as machine tools, compressors, There are many reasons why Mill Supply 
pumps, fans, refrigeration and air conditioning Houses can make more money with the 
equipment. And in their own plants for their Dayton line . . . in new business and in 
own small machinery and for heavy duty replacements. We'll gladly send you all the 
drives as well. facts if you'll write us. 

And the business is easier to get, for Dayton , 

Cog-Belt Drives need no introduction. The THE DAYTON RUBBER MEG. CO. 





way is paved through extensive advertising in DAYTON, OHIO 
leading trade Hag SAINTS. And their exclusive The World's Largest Mfr. of V-Belts... Manufacturers 
patented features have given them a reputation also of Dayton Fan Belts, Dayton Red Tube Radiator 


everywhere for outstanding performance, Hose and the famous Dayton Thorobred Tires and Tubes 
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The Nu Go ecommen 
for heavy duty 


Herz is a nut for which right now numer- 
ous tasks are waiting—a nut with threads 
so strong and tough that they take heavy 
wrenching stresses without stripping, round- 
ing-out or ‘‘mushrooming.”’ 

The Bethlehem Hot Forged Nut is made 
by a new, exclusive process. It’s a forging, 
with the strength and dense grain structure 
that forging gives. You can recommend it 
for any service calling for threads that can 
be depended on to stand up. It is decidedly 
the nut for heavy-duty applications. 

The Bethlehem Hot Forged Nut is made 
at our Lebanon, Pa., Plant, a self-contained, 
complete Bethlehem division, devoted en- 
tirely to the manufacture of bolts, nuts and 
allied products. All sizes and types of bolts 
and nuts, special and standard, are made at 
Lebanon Plant by skilled workmen, under 
the careful supervision of experienced engi- 
neers .. . Bolts of carbon, alloy and corrosion- 
resisting steel. Bolts for high temperatures 
and pressures. All kinds of nuts, as well 
as the hot-forged; spikes, rivets, turn- 
buckles. All standard commercial items are 


regularly carried in stock at Lebanon Plant. 


BETHLEHEM STEEL COMPANY, Bethlehem, Pa. 








District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, 
Cincinnati, Cleveland, Dallas, Detroit, Houston, Indianapolis, Milwaukee, 
New York, Philadelphia, Pittsburgh, St. Louis, St. Paul, Washington, 
Wilkes-Barre, York. Pacific Coast Distr t Pacific Coast Steel 
Corporation, San Francisco, Seattle, Los Angeles, Portland, Honolulu. 
Export Distributor: Bethlehem Steel Export Corporation, New York. 





Bethlehem Bolts and Nuts 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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700 Attend Convention 


HE contention that NRA has brought 

men within the same industry closer to- 

gether was borne out at this vear’s 
triple convention of the National, Southern 
and American .\ssociations held in Cincinnati 
May 21, 22 and 23. \pproximately 700 dis 
tributors and manufacturers, the greatest 
number ever to attend a convention in the 
mill supply industry, were attracted to the 
meetings. Phe principal magnet, of course, 
was the discussion of codes. 


Operation under NR.\ is still so new that 
distributors and manufacturers are not as yet 
thoroughly cognizant of how far reaching its 
effects will be upon their individual bust 
nesses. The convention gave distributors an 
opportunity to discuss among themselves and 
with manufacturers the new conditions im- 
posed by NRA and how to meet them, as well 
as the new opportunities offered and how to 
take advantage of them. 


A meeting of the National Code .\uthority 
with the regional committees, held in connec- 
tion with the convention, brought forth frank 
discussions and clarified many points which 
have been puzzling members of the industry. 
Complete details concerning this meeting ap- 
pear elsewhere in the issue. 


The convention went on record, by the pas- 
sage of a resolution which was wired to 
President Roosevelt and General Johnson, as 
endorsing heartily the NRA program. I[t was 
the unanimous consensus of the convention 
that the benefits of NRA far outweigh the 
detriments. 


Great emphasis was also put upon group- 


by-industry meetings at the Convention and 
they were a definite improvement over those 
held in past vears. Here, too, NRA has had 
a hand by molding together manufacturing 
groups, which in turn can work with dis 
tributors on a much more authoritative basis. 
In some groups, the mechanical rubber goods, 
for example, the manufacturers were truly 
representative of the industry and the discus 
sions which took place at this get-together 
were highly constructive. Certain puzzling 
problems within this industry were brought 
to light and will be studied with a view to ar 
riving at satisfactory solutions. 

In some groups, it is true, that many of the 
dominating manufacturing interests were not 
present, but all groups showed a major gain 
in strength over preceding years. With the 
strong manufacturing groups being mobilized 
under NRA, every effort should be made to 
get them to participate in these group meet 
ings as industry units. If this is done, this 
activity could easily become the most prac 
tical and important in the industry. 


\ major development in the National .\sso 
ciation was the appointment of a Committee 
to look into ways and means of strengthen 
ing the organization. This committee is to 
study the question immediately and report 
back to the membership at the earliest pos- 
sible moment. 


Qn the succeeding pages will be found a 
complete report of what went on in Cincin- 
nati. If you attended the Convention, you 
will want to review the proceedings. If you 
were not there, you will find the facts given 
in a concise, readable fashion. 
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NEWLY ELECTED 


A group of newly elected officers 
of the Southern, American and 
National Associations. Reading 
from left to right Alvin M. Smith, 
secretary-treasurer, T. W. Lewis, 
president, Southern; J. H. Wil- 
liams, president, L. M. Knouse, 
first vice-president, American; W. 
T. Todd, Jr., president, J. T. 
Potts, first vice-president, G. A. 
Fernley, secretary, National. 





Highlights of the Cincinnati 


Convention 


A pen and camera picture of what 
went on at the Triple Convention of 
the National, American and South- 


ern Associations 
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NATIONAL CODE AUTHORITY MEETS 


Members of the National Code Authority snapped at a dinner meeting 
held during the convention. Left to right: Herbert Edge, B. H. 
Ackles, W. W. Rose, G. C. Eckhardt, W. T. Todd, Jr., J. L. Pitts, 
C. E. Curtis, H. V. Waterman, H. E. Ruhf, A. M. Smith, G. A. Fernley. 


14 


Code Discussions 

MONG the most important and 

interesting features of the triple 
convention were the open discussions 
concerning the Code of Fair Compe- 
tition under which this industry is 
operating. Members of the National 
Code Authority were in attendance 
and were called upon by distributors 
to answer questions which have been 
puzzling. A number of regional com- 
mittee members were also present to 
give their experiences as to how the 
Code is working out in their imme- 
diate territories. 

Considerable discussion centered 
around the overlapping of other dis- 
tribution Codes, such as the machine 
tool, building dealers’, oil field, steel 
warehouse and wholesale hardware 
codes. It was made clear that dis- 
tributors needed to pay to only one 
code authority, but that they would 
have to live up to the rules set down 
in other codes on products sold which 
come under the jurisdiction of such 
codes. 

The effect of the code in local 
trading areas was brought out very 
strongly in the discussions by mem- 
bers of the various regional commit- 
tees, Herbert Edge, Topping Broth- 
ers, New York, speaking for the 
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The New Officers 


Southern Association 


T. W. Lewis President 
F. M. Archer _ First Vice-President 
G. C. Weaks. Second Vice-President 
A. M_ Smith Secretary-T reasurer 


American Association 
J. H. Williams President 


L. M. Knonse _ First Vice-President 
H.D. North Second Vice-President 
W. H. Fisher Treasurer 
R. K. Hanson Secretary-Manager 


National Association 
W. T . Todd, Jr. President 
J. T. Potts First Vice-President 
P. Ridings Second Vice-President 
G. A. Fernley . Secretary-Treasurer 





metropolitan New York area had the 
following to say: 

“We filed prices in the New York 
area because it was absolutely neces- 
sary to do so. The National Code 
Authority simply cannot do the job 
alone. It must be done in each area. 
Over 3,000 prices have been filed 
with the Metropolitan Mill, Marine 
and Contractor’s Supply _ Institute. 
Eighty cases of violations have been 
investigated by the Regional Commit- 
tee. Of these, only 24 have not been 
definitely decided. Ever since its 
election, the Regional Committee in 
New York has held weekly meetings 
and intends to keep it up. The only 
salvation of this industry is to make 
the regional committees function 
properly.” 

Speaking for the Pittsburgh area, 
W. T. Todd, Jr., Somers, Fitler, 
Todd and Company, said: 

“We have organized as the Indus- 
trial Supply Club of the Pittsburgh 
Territory. No prices have been filed 
as vet but the proposition is being 
considered.” 

Harry Ruhf, Cleveland Tool and 
Supply Company, spoke as follows 
concerning the Cleveland district: 

‘‘No prices have been filed but dis- 
tributors in the district are cooperat- 
ing with another to. stabilize 
markets.” 

B. H. Ackles, The Rayl Company, 
Detroit, in reporting for the Detroit, 
Grand Rapids, and Western Michi- 
gan territory, said: 


one 
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“No prices have been filed but all 
of us are very much in favor of 
NRA. We have been striving for a 
similar condition for 25 years.” 

In discussing the situation in the 
Central States area, C. E. Curtis, The 
Western Iron Stores Company, Mil- 
waukee, spoke as follows: 

“Regional Committees are neces- 
sary to secure compliance. The Na- 
tional Code Authority must have the 
cooperation of these committees if a 
worthwhile job is to be done. Prices 
have been filed in our territory and 
everybody is very well pleased.” 

Conditions in the Rocky Mountain 
area were reported by T1. V. Water- 
man, Hendrie and Bolthoff Manufac- 
turing and Supply Company, Denver. 
He said: 

“Tf the Code doesn’t do anything 
else, it gives us an opportunity to get 
on closer terms with one another. | 
am convinced that the Administration 
intends that Industry shall run itself. 
We have filed prices on pipe only. In 
one case, the CW.\ ordered 500 feet 
of 2%-inch galvanized pipe. One 
distributor broke his filed price. We 
gave him the option of taking back 
the merchandise or issuing a new or- 
der at the proper figure. 
der was issued, 


A new or- 
In another case a 
distributor complained of a cut price 
on some brewery hose. An investiga- 


tion revealed that the purchasing 





T= left to right: Sam Gibb, Yale and 

Towne Manufacturing Company; 

A. M. Harrington, Harrington Company 

and D. S. Brisbin, Columbus-McKinnon 
Chain Company. 


D. W. Huff, Chicago; W. F. Greene, In- 

dianapolis; M. L. Higgins, Detroit; Brice 

DeNourie, Newark; N. P. Linde, Chicago; 

G. A. Katzel, Milwaukee; C. R. Littlefield, 

St. Louis and W. T. Linde, Chicago, all 

representatives of the Positive Lock 
Washer Company. 


C. A. Channon, Great Lakes Supply Com- 
pany; W. S. Quigley, Quigley Company 
and R. Kennedy Hanson, American Supply 
and Machinery Manufacturers’ Association. 


Front: Howard Schramm, Turner Supply 
Company; C. C. Krueger, San Antonio 
Machine and Supply Company; J. B. Crim- 
mins, Mills and Lupton Supply Company. 
Rear: W.L. Reinke, Advance Car Mover 
Company; John Rooney, Geare-Marston; 
M. R. Oberholzer and H. R. Disston, L. H. 
Gilmer Company. 


H. K. Clark, Norton Company and G. 
Cheston Carey, Carey Machinery and Sup- 
ply Company. 

































































agent had told the salesman that he 
had a better price just to get rid of 
him.” 

Discussing the question of price 
filing, Colonel George Cherrington, 
Standard Machinists Supply Com- 
pany, Pittsburgh, had this to say: 


“T think that local conditions 
should determine whether or not 
prices should be filed. Every dis- 


tributor in the Pittsburgh area has 
increased employment by at least 10 
per cent. We have conducted an edu- 
cational campaign on codes and put 
out resale price information which 
even the big houses didn’t have.” 

Jack Dale, Briggs-Weaver Supply 
Company, Dallas, Texas, said: 

“We want to file prices but can’t 
get it done because the wholesale 
hardware houses oppose it.” 
Winship, Fulton Supply 
Company, Atlanta, Georgia, speaking 
for the Georgia area, highly com- 
mended the plan of open price filing. 

“We have filed prices and the sys- 
tem is working out very well. Pre- 
viously we had a working agreement 
in Atlanta, but outside this immediate 
section a bad situation existed. Price 
filing helped tremendously in correct- 
ing the condition. We send our filed 
prices to adjoining states. A Balti- 
more warehouse straightened 
out one price disturbance for us in 


George 


steel 





‘— left to right: R. W. Martin, Ross- 
Willoughby Company; H. J. Behr, Bos- 
ton Woven Hose and Rubber Company; 
W. C. Hunter, Ross-Willoughby Company; 
Harry Casper, Pittsburgh Cage and Supply 
Company; A. J. Sparks, F. Raniville Com- 
pany and A. L. Brown, Delta File Works. 


Front: E. W. Ristau, Skilsaw, Incorpo- 
rated; Arthur Yorke, Hansen and Yorke, 
Incorporated and Bolton Sullivan, Skilsaw, 
Incorporated. Standing: H. D. North, 
Ferry Cap and Set Screw Company; H. A. 
Dayer, Abrasive Machine and Supply Com- 
pany and Norman Durrie, Central States 


Mill Supply Club. 


C. B. Cecil, W. O. Barnes Company, Incor- 

porated; David M. Forker, Wm. Powell 

Company; E. B. Graft, Graft-Pelle Com- 

pany; H. F. Seymour, Columbian Vise & 
Mfg. Company. 


A. O. Schulze, V. N. Devou Supply Com- 
pany and W. H. Ottemiller, William H. 
Ottemiller Company. 


F. J. Hill, Greene, Tweed and Company; 
A. H. Sommers, Home Rubber Company; 
J. M. Bates, Moore-Handley Hardware 
Company; Percy Ridings, Syracuse Supply 
Company and S. R. Washinger, T. B. 
Woods and Sons Company. 








Left to right: 
Towne Mfg. Co., Neil Hurley, Jr., Inde- 
pendent Pneumatic Tool Co., John T. 
Potts, The Galigher Co., J. A. Hill, Inde- 
pendent Pneumatic Tool Co. 


Carl Hedner, Yale and 


Rome, Georgia, and the matter was 
handled entirely by mail. The filing 
of prices has been the salvation of 
the supply houses of Georgia.” 

J. L. Pitts, Brown-Roberts Hard- 
ware and Supply Company, had the 
following to say regarding NRA: 

“The NRA has given this industry 
the best opportunity it has ever had 
to put itself on a profitable basis. 
We now have a reputation of being 
able to run our own business. Give 
the Code a chance. After all, it has 
only been in operation for a short 
time.” 

Alvin M. Smith, Smith-Courtney 
Company, Richmond, speaking for 
the Virginia and Carolina area said: 

“The guts of the Code of Fair 
Competition is price stabilization. 
Why prices are not filed in more dis- 
tricts is more than I can_ under- 
stand: These boys who stand here 
and say that it is not necessary to file 
prices are all wet. Personally, I feel 
that we are not going to get to first 
base until prices are filed. New York 
is a prize example. Filing of prices 
in Richmond has broken up certain 
bad practices which wouldn’t have 
been broken up otherwise.” 

Speaking on NRA as it is affecting 
the supply industry, D. C. Jones, The 
Lunkenheimer Company, expressed 
the opinion that the beneficial results 
have far exceeded the detrimental. 
He said: 

“There are many differences of 
opinion regarding NRA, but manu- 
facturers admit that business is bet- 
ter. How much is due to the Code 
and how much to ordinary business 
improvement, we do not know. Per- 
sonally, I think the Codes have done 
some good. 

“It is a fact, of course, that we 
cannot escape the wage and labor pro- 
visions set down in our Codes which 
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have increased our costs. It is true, 
also, that Washington discourages 
price fixing. Codes do prohibit sales 
below cost but determining cost is no 
easy matter. If all companies had 
uniform accounting systems, this 
problem, of course, would be simpli- 
fied. 

“Codes have brought about a real- 
ization on the part of business men 
of the desirability and necessity of 
getting together to iron out difficulties. 
The attendance at this convention, 
which is the largest in the history of 
the industry, is due largely to the in- 
terest in NRA. 

“Regardless of what will ultimate- 
ly become of Codes or NRA, we 
have developed stronger organiza- 
tions within our industry and that is 
decidedly worthwhile.” 

There have been some complaints 
in regard to the assessment and col- 
lection of money to finance the Code 
Authority. 

John L. Pitts, code authority mem- 
ber, stated that a levy to meet the 
budget should be placed on distrib- 
utors under the jurisdiction of the 
Code in proportion to the volume of 
business done. 

“Up until now,” said Mr. Pitts, 
“we have not had a uniform assess- 
ment. There is no way by which the 
Code Authority can assess a distrib- 
utor and collect. This situation is 
now being worked on and will be cor- 
rected.” 

It was made clear that distributors 
should pay no attention to the de 
mands of Code Authorities outside 
the industry to pay assessments. Pay- 
ment should be made only to one Code 
Authority. 

Houses operating under other 
Codes must comply with this indus- 
try’s code on industrial sales to in- 
dustrial users, it was pointed out. 

To date, 15 violations have been re- 
ported to the National Code Authori- 
ty and all of them have been solved. 
Distributors were urged to thrash out 
their troubles in their own trading 
area before taking them to the Na- 
tional Code Authority. 

ES] 


Code Compliance 
W J. HOFF, assistant chief, 
e Compliance Division, Na- 


tional Recovery Administration, con- 
ducted an interesting discussion on 
Code compliance. He brought out 
the fact that all complaints filed with 
Code authorities must be treated con- 
fidentially, particularly since it has 
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been shown that 80% of the viola- 
tions are made through misunder- 
standings. The respondent should 
always be given an opportunity to ex- 
plain his side of the question. 

Each district office of NRA has a 
labor compliance officer and a trade 
practice compliance officer. There is 
also a staff of field men for each divi- 
sion, set up to investigate complaints. 
As yet this field staff is not investi- 
gating or inspecting, but will not 
hesitate to do so if necessary. 

There is also a state adjustment 
bureau to which appeals may be 
made, either on the action of the state 
director or a dissatisfied party. 

The compliance division in Wash- 
ington has 53 compliance boards to 
hear cases. In general, Mr. Hoff 
stated he did not believe prosecution 
should be looked upon as the best 
means to enforce codes and empha- 
sized the use of adverse publicity. 

He went on to state that almost 
all complaints are usually adjusted 
easily. The code authorities should 
first try to handle them. Trade prac- 
tice violations should go to the recov- 
ery administrator only after the code 
authorities have done all they possi- 
bly can do to settle a case and have 





OP, left to right, standing: J. C. 

Chaffee, Republic Steel Corporation; 
N. B. Steketee, Allen Manufacturing Com- 
pany; A. R. Smith, Boyer-Campbell Com- 
pany; Frank Shurts, American Swiss File 
Company and W. H. Clark, Samuel Harris 
and Company. Seated: K. D. Mann, 
Republic Steel Corporation; F. C. Wittich, 
Cleveland Tool and Supply Company; 
R. E. Pearsall, James McGraw, Incorpo- 
rated and George E. Clifford, Republic 

Steel Corporation. 


W. K. Lee, Clipper Belt Lacer Company; 

H. H. Buzby, Keystone Lubricating Com- 

pany and W. C. DuComb, W. C. DuComb, 
Incorporated. 


D. S. Gibson, Worthington Pump and 
Machinery Corporation; P. J. Thompson, 
Stambaugh-Thompson Company; S. A. 
Lehman, The National Mill Supply Com- 
pany; Charles Bird, The Doerhmann- 
Roehrer Company and E. W. Vinnedge, 
Worthington Pump and Machinery Cor- 
poration. 


Orville Briggs, Safety Belt Lacer Com- 
pany; F. Marsena Butts, Butts Hardware 
Company; H. A. Giese, Charles A. 
Schieren Company and F. A. Kirkby, 
Kirkby Machine and Supply Company. 


E. E. Stvan, Strong, Carlisle and Ham- 

mond Company; C. Carter Bond, Charles 

Bond Company and Oliver Stangland, 
Bond Foundry and Machine Company. 





17 





a definite recommendation to make. 
He stated he would like to leave 
the impression that it is essential that 
each industry should be properly or- 
ganized to handle complaints. Mr. 
Hoff stated that all industries had 
been asked to set up industrial rela- 
tions boards. Such boards should be 
small, each should have an impartial 
chairman and an equal number of 
emplover and employee representa- 
tives. It is not at all necessary for 
every plant in each industry to be 
represented on such boards. 

Where the complaining party is 
willing to submit his complaint to the 
regular established industrial rela- 
tions board, that board can handle a 
case, but the government must handle 
it where it is requested to do so. 

Mr. Hoff stated that where a com- 
pany is manufacturing several dif- 
ferent lines, it is expected to pay its 
pro rata share of the code authority 
expense in only one line, and that to 
the code authority under which comes 
its primary business. 

He brought out the fact that a 
member of an industry that has a 
code is not exempt from the code, 
even if this member does not assent 
to its provisions. 

Mr. Hoff stated the compliance 
division was anxious to find out why 
more “officially authorized” code au- 
thorities had not been established. 
The compliance division will not 
refer back industrial relations com- 
plaints to code authorities which have 





OP, left to right: C. B. Cecil, W. O. 
Barnes Company, Incorporated; Mrs. 
W. O. Barnes; D. W. Huff, Linde and 
Huff; Mrs. C. B. Cecil; N. P. Linde, Linde 
and Huff and W. O. Barnes, W. O. Barnes 
Company, Incorporated. 


S. J. Retzlaff, Allis-Chalmers Manufactur- 
ing Company; Lloyd Weber, Osborn 
Manufacturing Company and R. J. Mc- 
Peake, B. F. Goodrich Rubber Company. 
E. B. Hunn, C. S. Mersick and Company; 
George Puchta; J. M. G. Parker, Lamson 
and Sessions Company; W. C. Jaschob and 
Jack Dale, Briggs-Weaver Machinery Com- 
pany; George Winship, Fulton Supply 
Company and H. P. Ladds, Lamson and 
Sessions Company. 

Mr. and Mrs. William H. Ottemiller of 
York, Pennsylvania. 

Seated: W. H. Fisher, T. B. Woods and 
Sons Company; Alvin Smith, Smith-Court- 
ney Company and H. V. Waterman, Hen- 
drie and Bolthoff Manufacturing and Sup- 
ply Company. Standing: H. C. Hicks, 
New York Belting and Packing Company; 
Walter G. Tripp, Hendrie and Bolthoff 
Manufacturing and Supply Company and 
Lee Berthold, Johnson Bronze Compary. 





18 








William J. Hoff, assistant chief, Compli- 
ance Division, N. R. A., who addressed 
the convention on Code compliance. 


not been “officially authorized.” 
Trade practice violations are now be- 
ing referred back to code authorities 
which have not been “officially au- 
thorized,” but will not be after June 
15. 


Association Plan 

T a meeting of the executive com- 
mittee of the National Supply 
and Machinery Distributors Associa- 
tion, Wendell H. Clark, Samuel Har- 
ris and Company, Chicago, acting on 
behalf of a group of National mem- 
bers in the Central States and Metro- 
politan New York areas, presented a 
resolution providing that the basic or- 
ganization of the association be 
changed so that in the future it would 
consist of local groups which would 
become members as such rather than 
having individual distributors affili- 

ate directly with the association. 

The proposal, while not complete, 
was studied by a special committee 
during the convention, the findings of 
which were to the effect that a com- 
mittee should be appointed to make a 
complete investigation and report. In 
accordance with this finding, the fol- 
lowing committee was appointed by 
Harry Ruhf, president of the associ- 
ation: H. H. Kuhn, The Hardware 
and Supply Company, Akron, Ohio, 
chairman; B. H. Ackles, The Rayl 
Company, Detroit, Michigan; J. R. 
Kelley, Manning, Maxwell and 
Moore, Incorporated, Jersey City, 
New Jersey; Charles E. Curtis, The 
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Western Iron Stores Company, Mil- 
waukee, Wisconsin; W. J. Radcliffe, 
The E. A. Kinsey Company, Cincin- 
nati, Ohio; Carl A. Channon, Great 
Lakes Supply Company, Chicago, II- 
linois; and W. T. Ryan, Cutter, Wood 
and Sanderson Company, Cambridge. 


# 
Group-By-Industry Meetings 
UCH progress was shown in the 


WY group-by-industry meetings at 
this year’s convention. A great deal 
of credit for the increased interest in 
this important phase of the Associa- 
work should go to Horace 
Armstrong, Armstrong Brothers Tool 
Works, was chairman of the 
committee set up by the American 
Mr. Armstrong pointed 
out that 17 groups had been arranged 
for and 15 had been definitely organ- 
ized. (uestionnaires had been sent to 
manufacturers and distributors to de- 
termine what questions were to be 
taken up at the meetings. Mr. 
Armstrong expressed the hope that 
the group-by-industry meetings would 
result in better marketing agencies 
and better relations between distribu- 
tors and manufacturers. 

The meetings themselves showed 
the results of careful preparation and 
hard work. Considerable constructive 
work came out of the several meet- 
ings. It is estimated that the attend 
ance at the various meetings was as 
follows: abrasives, 75; pipe, valves 
and fittings, 127; wrenches, 75; tool 
holders, 27; electric tools, 60; chain 
and chain hoists, 40; saws, 50; power 
transmission, 50; cap and set screws, 
40; vises and pipe tools, 35; mechan- 
ical rubber goods, 100. 

In connection with the group-by- 
industry activities, D. C. Jones, The 
Lunkenheimer Company, suggested 
that eventually it might be advisable 
to hold meetings throughout the year. 

Don Brisbin, Chisholm - Moore 
Company, said he thought that more 
time should be allowed for group-by- 
industry meetings. 

Roger Tewksbury stated there 
were some points brought up in the 
various group meetings which might 
be common to all groups and should 
be discussed in open meetings of all 
distributors and manufacturers. 

H. J. Behr, Boston Woven Hose 
and Rubber Company, said that con- 
siderable progress had been made in 
the rubber meeting. He stated that 
the profit possibilities of distributors 
on mechanical rubber lines are the 


tions’ 
who 


Association. 
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best they have been for vears. Both 
prices and policies are being stabilized. 
Mr. Behr also expressed his belief 
that group meetings were the ‘‘meat” 
of the convention, but that they re- 
quired more time and should be so 
staged as to permit distributors to at- 
tend more of them. 

L. M. Electric 
Tool Company, pointed out how the 
electric tool industry had made an 
effort to organize more than a year 
before NRA. The group-by-industry 
idea sponsored by the American As- 
sociation aided in this work. As a 
result, when NRA became operative, 
the electric tool industry was pretty 
well set. Its code was the third basic 
code to be signed. 

This industry favors the open price 
plan, The price set-up adopted is 
very favorable to distributors. 


Knouse, Stanley 


a 
Manufacturer Relations 
yeti SMITH, in discussing re- 

lations with manufacturers, said, 
“There are several groups of manu- 
facturers of major lines that for many 
years have failed to extend distribu- 
tors an adequate profit in the sec- 
ondary market, granting them a spread 
of only 20%, in addition to which 
they have made many direct sales to 
consumers masquerading as_legiti- 
mate distributors and to syndicated 
consumer purchasing agents ; the for- 
mer group having no claim entitling 
them to be classed as distributors, ex- 





OP, left to right, standing: Allen J. 

Hoffman, Appleton-Atlas Car Mover 
Company; Les H. Gorton, Machine Tool 
and Supply Company; R. S. McConnell, 
Desmond - Stephan Manufacturing Com- 
pany; E. L. Isham, Faultless Caster Com- 
pany and Clarence Noelting, Faultless Cas- 
ter Company. Seated: Archer Chandler, 
American Pulley Company; Lewis E. 
Tracy, Lewis E. Tracy Company and E. S. 
Grant, Dodge Manufacturing Corporation. 


Frank Shurts, American Swiss File Com- 

pany; H. C. Ellsworth, White Tool and 

Supply Company and Harry Hultgren, 
Cushman Chuck Company. 


H. L. Coats, Flexible Steel Lacing Com- 

pany; K. H. Beringer, Vincent Steel 

Process Company; George W. Gramer, 

Warftn B. Paulson, Hugh J. Beach and 

W. M. Creswell, all of the Flexible Steel 
Lacing Company. 


N. A. Gladding, E. C. Atkins and Com- 

pany; Farnham Yardley, Jenkins Brothers 

and Z. B. Hampton, Fairmont Supply 
Company. 


Mr. and Mrs. J. G. Christie, Chicago and 
Mr. and Mrs. J. C. McKendry, Buffalo. 
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cept that their companies operate 
commissaries; and the second group 
having no claim at all, as they operate 
solely as buyers for groups of con- 
suming industries, using only an of- 
fice and stenographic help and having 
no investment in stock carried. 
“Twenty per cent added to your 
cost gives you a profit of 162%4% on 
the selling price, and when you take 
from this the freight on the line men- 
tioned above to distributors’ destina- 
tion, anywhere from 5% to 10% 
must be deducted, leaving less than 
an average of 5% on the sale, and in 
cases of sales to retailers, a loss is in- 
curred. As a very large percentage 
of consuming purchasers of these 
products are receiving retail or dealer 
prices, it can readily be seen that dis- 
tributors in our trade are selling such 
a manufacturer’s line as a gift to the 
manufacturer. 

“Individual protests to this type of 
manufacturer are without avail. It is 
going to be necessary to bolster our 
cause with statistical facts and intel- 
ligent argument with these manufac- 
turers in order that we may convince 
them in all fairness that we are en- 
titled to decent consideration in the 
warehousing and reselling of their 
products. Otherwise, we should give 
them up and place the burden of mar- 





OP, left to right: H. H. Hargrave, 
Cincinnati Tool Company; W. A. Pur- 
tell, Holo-Krome Screw Corporation; 
Fred W. Hess, Vonnegut Hardware Com- 
pany; H. A. Hall, Ferry Cap and Set Screw 
Company; W. F. Greene, Positive Lock 
Washer Company and O. W. Sandstrom, 
S. G. Taylor Chain Company. 


George H. Halpin, Minnesota Mining and 
Manufacturing Company and W. J. Rad- 
cliffe, The E. A. Kinsey Company. 


J. A. Naylor, J. M. Tull Rubber and Sup- 

ply Company; “Pete” Thayer, Mill Sup- 

plies; “Larry” Puchta and Sam Gibb, Yale 
and Towne Manufacturing Company. 


W. H. Ostring, W. A. Jones Foundry and 

Machine Company; G. J. Haberl, Root, 

Neal and Company. Seated: H. M. 

Pritchard, Root, Neal and Company; 

Ernest Jiowell, Captital City Supply Com- 

pany and A. P. Strong, W. A. JonessFoun- 
dry and Machine Company. 











E. E. Stvan, The Strong, Carlisle and 
Hammond Company; L. M. Knouse, Stan- 
ley Electric Tool Company; R. C. Duncan, 
R. C. Duncan Company; Fred H. Page, 
Page, Steel and Flagg Company; George 
A. H. Perry, Chase-Parker Company and 
S. C. Herbine, Willson Products, Inc. 
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keting upon them. We think they 
soon would find that the expense 
borne by them—if they are going to 
do a good selling job—would be too 
great to be continued. 

“To succeed in eliminating the 
abuses referred to above on the part 
of our manufacturing friends, it is 
well to bear in mind the duty on our 
part of cooperating fully with these 
manufacturers who are appreciative 
of the distributors’ business and evi- 
dence a desire to cooperate ; to be loyal 
to them and to give them every pos- 
sible assistance in stabilizing their 
markets and intelligently distributing 
their products in the consumer field. 

“Too often we are guilty of encour- 
aging manufacturers to extend pref- 
erentials, violate resales and commit 
other unethical and unfair practices 
so that we may accomplish our own 
selfish ends in an effort to secure an 
order away from a competitor. Such 
tactics invariably result in complete 
demoralization in such a line, as is evi- 
denced at the present time on quite a 
number of staple lines sold by us all, 
and which are still hopelessly demoral- 
ized through price cutting, chiseling 
and other unfair practices.” 

George Fernley, secretary, Nation- 
al Supply and Machinery Distribu- 
tors’ Association, touched on this sub- 
ject as follows: 

“Our Association has given con- 
tinued attention to the need for ade- 
quate margins and available data 
shows that our efforts have produced 
very definite results. The average 
gross margin obtained by our mem- 
bers has advanced each year for the 
past six years and is now appreciably 
better than in 1927 and 1928.” 

Both associations reported several 
meetings held with groups of manu- 
facturers and efforts made through 
letters to improve relations in various 
fields. 


e 

Planned Merchandising 

N his talk before the National As- 

sociation, R. C. Duncan pointed 
out the need for planned merchandis- 
ing on the part of distributors. He 
emphasized the fact that little thought 
has been given this important subject 
to date. 

“We are placing the cart before the 
horse,” said Mr. Duncan, “when we 
endeavor to sell the customers on 
what our firms can do before proving 
this service through what we have 
done. 

“Perhaps, through our trade asso- 
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Left to right: 

ton, Mark Lyons, Miss Finnegan, E. N. 

Grantvedt, A. B. Anderson, G. C. Gillies 
and O. W. Wagner. 


A. M. Staehle, A. E. Pax- 


ciations, or otherwise, we can build 
up some merchandising plans which 
would revolutionize our industry to 
such an extent that all customers 
would want to do business with us 
and all manufacturers would look 
upon our industry as the only proper 
outlet for their products. 

“Frequently our salesmen are just- 
ly criticised by manufacturers because 
they do not know enough about their 
products. Yet how many factory 
men come into a territory prepared to 
give talks on their products before 
sales meetings How many manu- 
facturers send out simplified question- 
naires which would tend to educate 
distributors’ salesmen on the construc- 
tion and application of their product? 
The manufacturer could give sales- 
men facts on what every user should 
know about the care of the product 
and how he could get the best service 
from its use. He could also point out 
competitive advantages. 

“At present, there is a lack of orig- 
inality on the part of manufacturers 
in presenting material of this type 
and I mention it here because it is 
apparently up to the distributor to ask 
for what he wants, although I per- 
sonally believe this procedure should 
be reversed. 

“Distributors are in need of ad- 
vertising ideas. We have used pro- 
motional matter, house organs, letters 
or cards emphasizing lines, catalogs, 
exhibits or ‘house warmings’ and 
other similar ideas. It is difficult for 
us to work up methods which will 
keep our names and our products be- 
fore customers when our salesmen are 
out of their establishments. 

“We have just recently tried out 
the ‘movie’ idea with considerable suc- 
cess and with little cost. We took 
our own pictures and made up our 


own titles. The ‘movie’ is shown on 
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a ground glass screen in the front of 
the carrying case so that it can be 
shown in a man’s office or a factory 
in broad daylight. 

“The film has been very successful 
because it has taken our business to 
the busy buyer and has left with him 
a picture of our major products and 
the services we are prepared to render. 

“It takes but a few minutes to show 
the picture and the cost of producing 
it was ridiculously low.” 

Complete details concerning the 
“Duncan Movie” were given in a re- 
cent issue of MILL Suppties. 


a 
Business Under N.R.A. 
‘6 O one who has followed the 
nh trend of events since the Dis- 


tributors’ Code was signed can truth- 
fully that business conditions 
have not improved,” said Alvin Smith 
in his report to the Southern Associa- 
tion, “however imperfect some of its 
provisions may appear to some mem- 
bers of the trade. There are, of 
course, unmistakable signs of doubt 
and uncertainty in the minds of busi- 
ness men concerning the progress or 
lack of progress in the Government’s 
program to end the depression and 
the particular features of our code 
which have not been satisfactorily 
settled are the overlapping of codes, 


say 





Ba left to right: C. B. Cecil, W. O. 
Barnes Company, Incorporated; W. C. 
Teare, Sterling Products Company; J. Har- 
vey Williams, J. H. Williams and Company 
and R. A. Clark, Jacobs Chuck Company. 


W. W. Applegate, Manley Products Com- 

pany; George Winship, Fulton Supply 

Company; J. L. Pitts, Brown-Roberts Hard- 

ware Company and A. U. Smith, Dallas, 
Texas. 

























Standing: R. J. McPeake, B. F. Goodrich 
Rubber Company; John F. Rawls, United 
States Rubber Company; George Pomeroy, 
Mill Supplies. Seated: S. F. Woodbury, 
Woodbury and Company; R. E. Kelleher, 
C. T. Patterson Company; J. A. Reich- 
man, Reichman-Crosby Company and 
Chester Conner, B. F. Goodrich Rubber 

Company. 


J. H. Schroeder, Fort Wayne Pipe and 
Supply Company; Harry Burdorf, The 
Lunkenheimer Company and C. R. John- 
ston, The Stambaugh-Thompson Com- 

pany, Youngstown, Ohio. 


Thomas Robins, Jr.; Hewitt Rubber Cor- 
poration; J. H. Hayden, Hewitt Rubber 
Corporation; Fred Pfeiffer, Neill LaVielle 
Supply Company, J. C. Cowan, Alamo 
Iron Works and John T. Potts, The 

Galigher Company. 
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A large number of ladies attended the convention this year and they were rewarded 
with an exceptionally fine program of entertainment. 


methods for determining costs and 
compliance. 

“Just why the Administration is 
moving so slowly in connection with 
these three major problems in all 
trades and industries, no one has been 
able to determine. 

“Prices have advanced and the vol- 
ume of business has increased. Of 
even greater interest is the fact that 
some members of the trade have 
stated that on a volume of business 
40% less than formerly done, thes 
have realized, in the first quarter of 
1934, 10% more net profit, due to 
the slight increase in profits on a ris- 
ing market and a decrease in oper- 
ating expenses. 

“Recovery is present; it is tangible 
and demonstrable, with a total volume 
of business somewhat greater than it 
was during the summer of 1933. If 
this is due to natural causes, so much 
the better; but even if it is not and 
the N.R.A. has contributed to it, then 
we owe our Government a vote of 
thanks for stepping in and _ taking 
charge of business as it has. 

“We must prepare to cash in on 
the lessons learned under the N.R.A., 
for eventually, government control 
or guardianship must be withdrawn, 
as most of us hope it will be. Yet, 
unless we continue to conduct our 
businesses on a high plane when this 
withdrawal occurs, it is to be ex 
pected that the Government will 
again step in and take charge.” 


a 
J. M. C. Activities 
EK. CAIN, secretary, Joint 
VW e Merchandising Committee, 
had the following to say about the 
activities of his office. Since the 
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Washington Convention, Mr. Cain 
said these accomplishments have been 
attained : 

1. A campaign to convince more 
manufacturers of the economic value 
of distributors, 

2. A direct-mail campaign to im- 
press buyers with the economies and 
advantages of purchasing from dis- 
tributors. 

3. A campaign to interest manu- 
facturers in declaring a definite, clean- 
cut sales policy. 

4. The preparation and distribution 
of a table indicating the 351 leading 
counties in the United States, show- 
ing four rating factors on each county 
and ranking the counties in order of 
their importance. 

5. Several meetings with local pur- 
chasing agent groups have been held 
at which the economic importance of 
distributors was stressed. 

The following recommendation con- 
cerning the future operation of the 
Committee was approved: 

1. The J. M. C. shall continue as 
a trade extension activity of the three 
associations. 

2. The purpose of the organization 
shall be to carry on research, promo- 
tional and educational activities in 
behalf of distributors. 

3. A new schedule of financing 
shall be as follows: voluntary pledges 
from distributors based on sales vol- 
ume, ranging from $42 annually for 
distributors doing a volume of less 
than $500,000, $60 on a volume of 
from $500,000 to $1,000,000, and $89 
ona volume exceeding $1,000,000. 

Voluntary pledges from manufac- 
turers are to be as follows: volume 


of less than $500,000, $60, from $500,- 


000 to $1,000,000, $89, over $1,000,- 
000, $120. 

This new financing plan is to go 
into effect October 1, 1934. 

4. The Joint Merchandising Com- 
mittee is to be incorporated with lia- 
bilities limited to $5,000. 

5. Management shall be vested with 
an executive committee of seven in- 
cluding the three secretaries of the 
American, National and Southern As- 
sociations, one paid up subscriber 
from each of the three associations 
and a treasurer (either manufacturer 
or distributor) to be elected by above 
mentioned six. 

6. Executive committee shall meet 
at the close of each convention to elect 
a chairman, vice-chairman and treas- 
urer. This committee shall have the 
power to employ help and carry out 
the aims of the Joint Merchandising 
Committee. 

7. The chairman shall call meet- 
ings, conduct them and be charged 
with the responsibilities of carrying 
out decisions. The vice-chairman 
shall act in the absence of the chair- 
man. The treasurer shall act as the 
depository of funds. A bond shall be 
placed on the treasurer or any per- 
sons delegated by him to handle the 
funds. 

8. The Joint Merchandising Com- 
mittee shall be operated in complete 
harmony with the existing associa- 
tions. 

9. The offices of the Joint Merchan- 
dising Committee shall be moved to 
Richmond, Virginia, for the purpose 
of having closer distributor supervi- 
sion over this work by Alvin Smith, 
chairman, 

* 


Selling Through Distributors 
Is Cheaper 
N his address before the conven- 
tion, Lee Berthold, Johnson 
3ronze Company, pointed out the 
economies which his company has 
been able to effect by selling through 
distributors : 

“We used to sell direct,’ said Mr. 
Berthold, “and 70% to 85% of our 
total sales volume came from 10% 
to 15% of our customers. This fact 
was brought home to us during the 
depression. We hadn’t realized it be- 
fore. When these few large custom- 
ers curtailed their buying, we found 
ourselves with large production ca- 
pacity but few orders. 

“Tt was then that we came to the 
conclusion (Continued on page 95) 
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Convention Sidelights 


Here’s to a Speedy Recovery 

THE many friends of W. M. 
“Bill” Given, Young and Vann Sup- 
ply Company, Birmingham, Alabama, 
not only in the Southern .\ssociation 
but in the National and American as 
well, were very much upset to hear 
\ll of them 


wish Bill a speedy recovery. 


Songbird 
@ il is rumored that Walter H. 
Gebhart of the Henry Disston and 
Philadelphia, has 
been approached by several broad- 
His singing at the 
dance was well above par, 


of Puill’s serious illness. 


Sons Company, 

casting companies. 
dinner 
even in an atmosphere of such war- 
blers as Larry Puchta and Al Paxton. 


“Hail to the Orange” 

SPEAKING of songs, the judges 
have awarded the hand-carved harp 
to the University of Illinois for long 
distance singing. “The Orange and 
the Blue” shattered the rafters of the 
Pavilion Caprice no less than 475 
times by actual count on Tuesday 
evening. Old favorites such = as 
“Sweet Adeline” and “By the Old 
Mill Stream” didn’t have a chance 
when the Illini, real and synthetic, 


got going. 


What, No Theme Song! 
B\WHAT has become of the old 
“Fire Up” gang? Four whole days 
and not a theme song. Further, when 
a perfectly swell fire broke out in Bill 
Jeffery’s room not even Alvin Smith 


or Carl Channon were there. 


Fire 
@ \S the newspaper boys say, that 
fire was of unknown origin but its 
results were quite easily verified. Not 
only did it very thoroughly destroy 
Bill Jeffery’s extra pair of pants but 
it completely ruined a night’s sleep 
for Frank Green of the Delta File 
Works. Irank is singled out of those 
who put in an appearance to encour- 
age the fire fighters, simply because 
he is the only one who was known to 
have been in bed when the fire broke 
out. Certainly no one could accuse 
Kk. H. Behringer, Howard St. George, 
E. E. Stven, C. Johnston, Lloyd 
Weber, Frank Shurtz, Bill Gurr, 


Ray Clark, Russ Gregory, Elmer 
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Grantvedt, N. [b. Steketee or Harry 
Blum of having been in bed at 1:30 
A. M. but their enthusiastic 
was, without doubt, of untold assist- 
ance to the brave fire fighters. 


advice 


“Horses” 

Smith, Boyer - Campbell 
Detroit, spent Wednesday 
afternoon visiting Man-of-War at the 
Dixiana Stables over in’ Kentucky. 
Rav, who is a lover of 
back full of enthusiasm about the 
grand stallion and unforgettable 
memories of his visit. Grant and 
Steketee of the Allen Manufacturing 
Company accompanied Ray and 
helped make his trip enjoyable. 


BRAY 


Company, 


horses, came 


From Near and Far 
BMANY new 


this convention. 


faces were seen at 

From. the 
Coast came W. J. rey of Christie- 
rey, San Francisco; from Portland, 


Oregon, Svd Woodbury, Woodbury 


U.WHITTLE, Pres 





Doyeca 
Seoadien tan OURMAT 


A gee company with the old standard mill supply poli 


mitted by few. 


vosuccessful in this new venture. 


Pacific 


MARK M. DOWN, Jree 


WHITTLE & (CHIZZEL 


CuNntimiTed) 


Morld's Morst Gaiselers and Price Destroyers 


and Company, Portland, Oregon: 
from Denver, H. V. Waterman and 
W. G. Tripp, Hendrie and Bolthoft ; 
from New Orleans, R. E. Kelleher, 
C. ‘Tl. Patterson Company ; from Dal- 
las, Texas, Jack Dale and W. C. 
Jaschob; from San Antonio, Texas, 
j. C. Cowan. 


“Too Little Time” 


B ONE of the most interesting and 
constructive topics for discussion at 
the convention was that assigned 

Russ Duncan, R. C. 
pany, Minneapolis. 


Duncan Com 
Russ presented a 
paper discussing merchandising ideas 
and then exhibited a motion picture 
which he has produced to demon- 
strate to industrial buyers the ability 

his company to serve them. Un- 
fortunately, time was so short for 
this unusually interesting feature of 
the program that Russ had to hurry 
through and (Continued on page 63) 
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cy, used by wll supply houses but ad 


Its far-famed executives point to Jonn Dillinger to prove the soundne: 
this policy, he having whittled himself out of jail, « thing they have planned 


Our 12 Point Policy | 


We pay freight anywhere. 


Advertising Representative: Johnson and Roosevelt, who mention us 
addresses. Quote: "Chiselers get 10% of all business.* 


3. Mec 


4. We work out of the hat; therefore, we are los. 


ancora and wherever possible. 


6. Our terms are your terms. (This can be 
any trade papers. 


prices deeper. 


competitors help us to get most of our business, not forgetting to 


We belong to no Associations, Institutes or Clubs. 
Our salesmen sharpen their chisels after each cell, thereby enabling thes 


We issue false invoices, give secret rebates, refunds, discounts, 


We absord all sales tases and pay none. } 


in their radi 


isel all resale, filed, and suggested price... 


(No one lower than us) 


mention us 


either sumg or spoken) 


Be do not subscribe to nor read 


to cut 


commissions, special 


sllowances, donations gifts, presiums or anything else to get an order 


10. We sisrepresent all competitors and their merchandise. 


have is in the head. 


ll. Everyone is on vur National Buyers list. 
12 Complete lines of foreign and prison aade merchandise. 
Get this Boon 
fer the ttle The only "Code* ee 
bevers | 
In other sords WE 


SERVE INDUSTRY ECUNOMICALLY. - {) 











A new company, launched with 





the above policy, was greeted with 


cheers by the assembled delegates. 
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The Buhl Sons’ industrial supply sales 
force. This crew, headed by W. P. “Bill” 
Bridges, second from the left in the front 
row, has earned the approbation of manu- 
facturers for the constructive, well-planned 
and aggressive sales job. Representative 
H. Wooley, of the Coffing Hoist Company, 
had just conducted a meeting with the 
men on his line when this picture was 
snapped. Mr. Wooley is at the extreme 
left in the second row. 





Sales Management With a Punch! 


The story of a sales staff about which manufacturers’ representa- 

tives wax enthusiastic, of a sales manager who demands and gets 

results and of the methods which have helped to build the indus- 

trial supply department of Buhl Sons Company, Detroit, to its 
present high state of efficiency. 











N organization within an organ- ' 
ization, the industrial supply CLASSIFICATION OF PRODUCTS f 
department of Buhl Sons + decal a: on 3 

: any : . . : , 2eale - Aoonng ° crometers 3 
Company, large . Detroit wholesale Wisp eniieapduthece 12. Glue f 
hardware house, is so organized that Files 13. Lag screws 
it has the sales flexibility of the small Scales 14. Metal drive screws 
; aie, eile: all ‘j Rinne. ail Pliers 15. Tool grinders , 
company while taking advantage of Marking crayons 16. Turkish emery ' 
the obvious economies resulting from Incandescent bulbs 17. Stocks and dies ' 

—— ee eer seins’ Packing 18. Wrenches . 
big company operation. It consists, - » ag ong ol 
of course, primarily of a sales crew Waste cans 20. Dell end aie heer 
headed and backed up by a sales man- Hammers 21. Solder 
ont wnt Gusein es 4% 1 part of Electric fans 22. Chain hoists 
ager, and therein les a good pé Four-way padlocks 23. Bar and sheet steel 
this tale. Tire chains 24. Wire 

W. P. “Bill” Bridges, the sales Hammer and tool handles 25. Anvils 

; PA a , ~ Fire hose and racks 26. Oil cans 

manager and an executive of the com- Belting 27. Vises i 
pany, was chosen to head up the in- Emery and sand paper 28. bee 

ee oa sah sae Expansion shields 29. Nail brads 
dustrial supply department some years Pegi na x ice mead 
back, when the parent company, Paper balers and bale ties 31. Truck casters 
tongue-in-cheek, decided to see what — oe 4 ction, carriage and stove bolts 

RoE : oe rer ar ope and twine . Box strapping 
could he done about getting some of iictndate anit Hemitiien 34. Oil stones 
the industrial business which was Polishes 35. Cotton gloves 
known to exist. Bill is rather short, Wire elevator rope 36. Electric drills Re i 

ell ‘ te : ’ ° ; on ia nition. 9 Pipe and fittings 37. Track and industrial jacks ; 
well-dressed, aggressive ; he smiles, he Waste and wiping rags 38. Chain : 
swears, he pleads, bawls out — but 2. Rosin 39. ber wire 

vat inna < ; hs ar 3. Rivets 40. Trolleys and track 
wait, perhaps you had best come with 4. Pump ax. Mas tea 

5. Spring cotters 42. Ladders 
: ; 6. Soldering coppers and paste 43. Scoops and shovels 

Products handled by the industrial supply 7. Shop boxes 44. Wood screws 

department are classified in this table. 8. Roof and metal paint 45. Sand riddles 

The market for each numbered group can 9. Nuts 46. Metal cutting saws 

be determined from the table on the 10. Car movers 47. Blacksmith tools 


next page. 
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NAMM MEO ORIEL 


us to a regular Saturday morning 
sales meeting in order to get a picture 
of the man and the sales force he has 
built. 

The hour is 8 A. M. In the center 
of a huge desk-filled room is gathered 
a group of men intently interested in 
what one of their number is saying. 
As we approach we hear, “But dam- 
mit, George, you know perfectly well 
that the overstock list you were given 
last Saturday was meant to be used, 
not just for ballast in your brief case!” 

A pause while the next salesman 
explains what success he had with the 
list of items which had been given 
him on the previous Saturday. Then, 
“That’s great going, Pete. That’s the 
sort of selling we need around here. 
How did you do it?” 

Pete explains that he had taken 
samples to customers he knew were 
regular buyers of each item and that 
they had appreciated the values of- 
fered. The man across the desk is all 
enthusiasm, “By golly, that’s what we 
should have done from the beginning. 
Starting Monday, the overstock list 
will be worked as Pete has done it!” 

That’s Bill, quick to “lay it on” 
when results haven’t been achieved 
but just as quick to pat the back of 
the fellow who has “done a job.” He 
can be a driver one minute and a puller 
the next. 

And what of the men he directs? 
These salesmen are not young, on the 
average, but they are just as full of 
fight as is Bill. Their call reports 
clearly indicate an energy which would 
do credit to a Fuller Brush man, yet 
their sales figures indicate that calls 
are long enough to procure results. 
They ask questions, intelligent ones. 
The manufacturer’s man who is not 
extremely well posted on his line and 
its market thinks twice before address- 
ing them. In the midst of this ag- 
gressiveness, however, they resort to 
“horseplay” typical of men who are 
happy in their jobs. 

Manufacturers’ salesmen are en- 
thusiastic about this crew and with a 
reason. The work of the whole de- 
partment is planned with the object 
of selling every prospect everything 
he needs and the energy with which 
this plan is carried out is bound to ap- 
peal to the man who is looking for 
real sales effort. 

Some years ago, in 1928 to be exact, 
“Bill” drew up the market chart 
shown on these pages. It divides the 
products which are sold by the depart- 
ment into 47 groups and it shows to 
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33. 
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35. 
36. 


37. 
38. 


43. 
44. 





1. 


Customer 
Classification 


| Products Which Can Be Sold to Each 





Adding Machine Mfrs. _ 


2. Automobile Mfrs. 


Auto Service and Garages 
Auto Parts Mfrs. 


. Awning and Tent Mfrs. 


Mfrs. 


Bakeries 


. Belting Mfrs. 
. Bill Postin 
. Blower Mfrs. 

. Boat and Ship Builders 


. Boiler Shops 


Concerns 


Auto Body Mfrs. 


. Box Mfrs. 

. Brass Foundries 

. Brick Mfrs. 

. Structural Iron Works 

. Builders’ Supply Dealers 


19. Furniture Mfrs. 1-8-12-29-31-44 

20. Contractors || 1-4-8-13-14-19-22-23-24-32-35-36-37-38-42 - 43 - 44- 
|| 47 

21. Cartage Companies || 1-10-22-37 

22. Casket Mfrs. 1-8-12-29-32-36-40-44 

23. Chemical Mfrs. | 1-8-22-37-42 

24. Cigar Mfrs. | 1-8-42 

25. Coal and Ice Dealers | 1-8-10-19-23-35-37-38-43 

26. Cooperage Companies 1-3-8-23-35-37 

27. Copper Rolling Mills || 1-7-8-10-22-23-24-3 1-32-3 3-35-37-40-42-46-47 


. Creameries 
. Painters and Decorators 
. Machine Shops 


. Electrical Dealers and Cont. 
. Elevator Builders 


Trunk Mfrs. 
Wire and Iron Works 


Plumbers 
Furnace and Stove Mfrs. 


Furniture Mfrs. 
Sheet Metal Works 


39. Roofers \| 1-6-8-14-15-21-23-30-35-41-42-47 
40. Gas Stations || 1-26-35 

41. Lumber Dealers || 1-8-10-35-37-38-47 

42. Laundries || 1-8-31 


Packing Plants 
Wagon Mfrs. 





||1- 3-5-6-7-8-9-10-11-12-15-16-17-18-21-23-24-25-26- 
||27-28-3 1-32-33-34-35-36-37-38-39-40-4 1-42-46-47 
|| 1-47 inclusive 
|| 1-3-5-7-17-18-22-27-32-36-37-40-41-47 ' 
| 1-3-5-6-7-8-9-11-13-15-17-18-21-22-24-25-26-27-28- 
|| 29-30-3 1-32-33-34-35-36-37-38-40-4 1-42-46-47 
1-3-8-13-23-42 
| 1-3-6-8-9-11-13-14-15-17-18-23-27-28-32-33-34-35- 
36-40-42-46-47 
iI 
1-8-12-35-37-42 
| 1-7-8-14-21-23-32-35-38-42 
| 1-3-7-8-9-14-18-23-24-28-30-32-35 
|1-3-8-9-12-14-17-18-22-23-25-27-28- 29 - 32 - 36 - 37- 
38-47 
1-3-8-9-12-14-17-18-22-23-25-27-28-29 - 32-36 - 37- 
38-40-42-47 
| 1-3-7-8-11-12-14-17-18-21-23-29-30- 31 - 32- 36-37- 
40-42-44-46-47 
1-8-12-29-33 
| 1-7-8-27-3 1-35-47 
1-8-10-23-35-37-38-43 
1-3-8-15-17-18-22-23-32-35-37-38-40-47 
1-8-14-19-23-32-35-37-38-42-43-45 


| 1-8-19-23-31-32-35-37-38-43-47 
| 4-35-41-42 
||1-3-7-8-9-11-15-16-17-18-20-22-23-24-25-26- 27-28- 
|| 32-35-36-37-38-39-40-4 1-42-46-47 
|| 1-3-6-7-8-35-36-40-41-42 
|| 1-3-5-7-8-9-1 1-13-15-17-18-22-23-24-25 - 27 -28- 32- 
|| 36-37-38-41-46-47 
1-7-8-12-23-24-35-42 
1-3-5-7-8-9- 1 1-13-15-17-18-20-21-22-23-24 -25-27- 
| 28-32-35-36-37-38-39-40-4 1-42-46-47 
|1-7-18-21-35-37-41-42 
|1-2-3-7-8-10-12-15-16-17-18-20-23-24-25-27-30- 31- 
| 32-33-37-40-41-42-43-45-47 
| 1-8-12-29-3 1-33-40-42-44 
|| 1-3-6-7-8-9-11-13-14-15-17-18-20-2 1-22-23 -24 -25- 
|| 27-28-30-32-33-35-36-39-40-41-42-46-47 





1-8-18-19-22-23-31-32-35-37 
1-3-8-9-15-17-18-23-25-27-28-29-32-35-36-38-44-47 








In this table the principal types of customers are listed together with the kind 
of products which can be sold to each. 


which types of customers each of these 
groups can be sold. 


It is simple and 


lasting results as a consequence. 
One who observes this Buhl Sons’ 


easy to use and what’s more, it has 
been used for over five years. Unlike 
so many plans of a similar nature 
which went by the boards during the 
“dog” years, these charts have been 
applied to every Tom, Dick and Harry 
on whom the salesmen made calls. 
Manufacturers’ salesmen whose 
lines are handled by the company re- 
ceive the utmost in cooperation from 
“Bill” and his men. Their stay in 
Detroit is carefully planned, they are 
taken, not to fringe customers, but to 
the very best prospects for their 
products. They get immediate and 


industrial organization is convinced 
that it has a plan, that it is working 
its plan but, most of all, he is con- 
vinced that it has Morale, with a capi- 
tal M. That the plan is sound is evi- 
denced by sales double and treble 
those of last year and well-divided 
among all lines. Regardless of the 
plan’s logic, however, it is doubtful 
whether it would have worked with- 
out the efforts of this crew of ag- 
gressive salesmen headed by a man 
who is their leader because he is more 
aggressive, scrappier than anyone on 
the force. 
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What There Is to Sell tn a 


Line of Refractories 


At first glance, a complete line of refractories looks 
complicated and is apt to be confusing to a sales- 
man, but on close inspection it is found that the 
necessary sales facts are not so hard to master after 
all. In this article is given a picture of just what items 
go to make up a complete line of refractories. Later 
articles will discuss other facts of interest to distribu- 
tors selling or contemplating the sale of refractories 





ROADLY, a line of refrac- 
tories takes in two divisions: 


1. The refractory brick and 
tile and 2. The high-temperature ce- 
ments which hold them in place. The 
latter include ordinary fire clay as a 


Commodity Classification of Refractories 


MATERIAL COMPOSING BRICK 


Fireclay Silica sales item. What the distributor will 
= oe po lr mg find to sell out of a complete line of 
Magnesite Insulating . refractories will depend, of course, 


upon the nature of the industries in 
his territory. 


PRINCIPAL STANDARD SHAPES OF BRICK . , . ; 
Scan the base price list of almost 


— 9 Sersight pe any manufacturer of a complete line 
Checker Bung arch of refractories and it will look rather 
Split Circle complicated. But on close inspection, 
Wedge | onl blocks it is seen that many of the brick items 
Key Rotary kiln blocks are of the same general class. There 
Skew Converter shapes are some six chemically different kinds 
of brick most widely in use. The 

SPECIAL SHAPES IN BRICK MATERIAL commodity classification of bricks and 

Locomotive arch shapes Special shapes made to order cements appearing on this page, while 
Patent arch and wall shapes Sieceic Guenace cook teick somewhat broad and sketchy, will no 


doubt prove helpful to the distributor 
just introduced to refractory lines. 

It does not take much scouting 
around among foremen, superintend- 


High temperature cement of specially selected and prepared fire-clay, dry ents and others in industrial plants to 
or plastic, in air-tight drums 


HIGH TEMPERATURE CEMENTS 
Ordinary fire-clay, dry, in bulk or in bags 


find out, in a general way, what classes 
of brick are used for various pur- 
poses. In boiler work, for instance, 
there are “patent” arches and walls 


High temperature cement with chrome base, dry in air-tight containers 


Plastic chrome ore, in air tight containers 


SPECIALS commonly used. Instead of ordinary 
4 “ ” 
° P cat. ¢ ) a Ss aS " > » = 
Crushed fire brick Magnesite cement Silica cement brick rere | “shapes” are em 
Ground gannister Magnesite grains ployed, which are supported by steel 


frames. The patent arch people sell 
the whole thing complete, each one 
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having patented his own special line 
of shapes. But he has the shapes 
made up by the various brick manu- 
facturers. The distributor’s salesman 
is not allowed to quote on these shapes, 
but it is his job to sell the customer 
so well upon his supplier’s quality of 
materials, methods of manufacture 
and service that the customer will 
specify to the arch people that his 
supplier’s product be used. 

Likewise, the salesman soon finds 
out that in the case of cement and 
lime rotary kilns, for instance, the kiln 
is lined with specially shaped kiln 
blocks, usually made of fire-clay ma- 
terial for the cool end, and high alu- 
mina, or magnesite for the ‘hot zone.” 
He also learns that certain shapes and 
classes of bricks are used for steel 
furnace roofs, for foundry cupolas, 
for forging furnaces and so on. 

Generally speaking, the greatest de- 
mand is for oblong bricks similar to 
the bricks known to the layman. 
These, and their variants, are known 
to the trade as 9-inch straights and 
9-inch straight sizes. Your supplier 
will probably give you a little book, 
which shows the shape and size of 
every stock brick. This looks tough. 
There are scores of shapes and sizes, 
literally pages of them. But soon it 
is fouhd that most of them are based 
on the standard 9-inch straight. It is 
9-inches by 4%-inches by 2%-inches. 
The split is one-half the thickness of 
the standard straight. The soap is 
9-inches long, but its cross-section is 
2'%-inches by 24%-inches. Then there 
are 9-inch wedges of various angles, 
one end being thinner than the other, 
and 9-inch arches, with one side being 
thinner than the other. 

All this looks confusing at first, but 
as the salesman gets around a little, 
he finds that the operating men know 
this stuff. They can tell him just the 
number of shapes that are required to 
re-line their furnaces, kilns and ovens. 
The salesman does not, as it would at 
first appear, have to figure out every 
wall and lining before he can start 
asking for the order. Also, as he con- 
tinues to survey his territory, he will 
soon find out that many of the bricks 
on his price list are not used in his 
territory at all and can be forgotten. 
Furthermore, comparatively few of 
the standard shapes and sizes are 
called for regularly in each class of 
work. Consequently, the working 
technicalities which he has to master 
simplify themselves as he goes along. 
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Items to sell out of a complete line of refractories vary largely with the nature of 


the industrial plants in the territory. 


In a saw mill country like this, there is a 


large market for fire clay brick and high temperature cement for straight boiler 


work, 


The same thing applies to cements, 
which to start out with are not so com- 
plicated as to kinds as are the brick. 
There are three classes upon which 
to concentrate. First is the old-fash- 
ioned fireclay. In certain classes of 
work, where the temperatures are not 
excessive, it does very well. Further, 
it is something that can be sold by the 
ton in large quantities. 

However, when temperatures get 
up to from 2800 to 3500 degrees 
Fahrenheit, something different is 
called for. This takes the form of 
true high-temperature cement, which 
most large manufacturers make up 
according to their own formulas and 
sell under their trade names. These 
come dry or ready mixed, generally 
in air-tight containers from 125 to 
500 pounds, 

There is also a special form of high 
temperature cement made with a 
chrome base, for use especially where 
certain slagging actions take place, 
and where a neutral cement—neither 
acid nor basic—is called for, 

To complete the picture, there are 
also special cements such as silicas, 
magnesite, and silicon carbide, recom- 
mended to lay up the bricks of the 
same constituents, and magnesite 
grains used for lining buckets. and 
ladles in steel foundries. 


F course, the question of stocks 
O is an important one in connec- 
tion with selling a line of refractories. 
In stocking refractories the distribu- 
tor is faced with an investment be- 
cause they are heavy merchandise. 
Nine-inch straight, fireclay brick runs 
33 tons per thousand, silica and high 
alumina, three tons, magnesite, five 


In a steel mill or oil refining territory, of course, it would be different. 


tons. It takes approximately 500 
pounds of high temperature cement 
to lay up 1,000 brick. 

A distributor may make some head- 
way on a non-stocking basis, seeking 
only carload orders. This may serve 
as a stepping stone while the line is 
being studied and the field analyzed. 
On account of the freight cost, how 
ever, he is prevented from getting 
Le. orders on any of the products 
that are stocked in his vicinity. To 
the freight must also be added the 
cost of crating these small quantities. 

The non-stocking distributor also 
loses, to a large extent, the value of 
that old principle in distribution, “Get 
the buyers coming to you.” He can 
deal with relatively only a few of the 
consumers. He cannot call on the 
small foundry, steam plant or forg- 
ing shop where bricks are ordered a 
few hundred or a thousand at a time. 
If he cannot figure, what is the use 
of going after such business ? 

Yet, if he stocks a line, these small 
orders mount up in the aggregate, and 
the margin is very much greater than 
in factory shipment orders. It is by 
the cultivation of these small buyers 
(and sometimes the small ones turn 
into large ones) that the distributor 
gets known in the territory as the 
headquarters for refractories. 

The laying in of an initial stock or- 
der of high temperature cement and 
bricks is somewhat of a problem. It 
cannot be done intelligently until a 
fairly thorough survey has been made. 
In a territory where the outlets are 
nearly all steam plants, this would be 
fairly simple. Concentrate the stock 
in fireclay brick, in about the propor- 
tion of straights, (Turn to page 62) 
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Cleaning rubber 
heel moulds is one 
of many “‘tough 
jobs” for which 
the Osborn Riehl 
Wire Section is 


especially suited. 


EGARDLESS of his customers’ requirements for wheel brushes, the 
“Brush Conscious” Salesman knows he can select the correct brush for 

each job from the complete Osborn line . . . . For example, there are certain 
severe conditions for which the Osborn Riehl Wire Section is particularly 
suited .... Under such conditions, the Osborn Riehl Section affords the 
customer the greatest economy by not only doing the work right but con- 
tinuing to do it for the longest possible time . . . . If you are not acquainted 
with the Osborn Riehl Wire Section, the next page will serve as an intro- 


duction . . . . Then remember it for those TOUGH production jobs! 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue, Cleveland, Ohio 
Sales Offices: New York — Detroit — Chicago — San Francisco 
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FOR TOUGH JOBS 
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PRINCIPLE 
OF CONSTRUCTION 


In the Economy Sec- 
tions, Monitor Sections 
and Master Wheels, the 
brush wire is twisted be- 
tween two stem wires. 
The construction of the 
Riehl Section differs 
greatly in that the brush 
wire is looped around the 
circular metal stamping. 























DURABILITY 


The looping of the wire 
around the stamping per- 
mits a rocking move- 
ment of the wire, which 
lessens the flexing action, 
thereby minimizing fa- 
tigue (crystallization). 
The durability of the 
Riehl Wire Section 
makes it the most eco- 
nomical section to use 
for many severe brush- 
ing operations. 

















The Osborn Riehl Wire Section is de- 


signed for use without hubs. One sec- 
tion is used as a complete wheel un- 
less a wider brush face is desired. 





Where Osborn Riehl Sections are used 
on shafts of ¥,” 


arbor holes are usually made with 


diameter and under, 


lead centers, as illustrated above. 


DENSITY 
OF FACE 


Construction permits the 
use of a greater amount 
of wire in Riehl Sections 
than in most other types. 
This greater density of 
face is necessary to satis- 
factorily perform certain 
brushing operations. 














RANGE OF 
SIZES 


All Riehl Sections are 
made to mount directly 
on the shaft or arbor 
without the use of hubs. 
Riehl Sections are avail- 
able in sizes ranging 
from 3” to 15” diameter, 
inclusive. The arbor hole 
sizes and wire sizes that 
can be furnished for all 
standard Riehl Sections 
are listed on Page 19 of 
Osborn Catalog No. 185. 














Where a wider brush face is desired, 
two or more Osborn Riehl Sections 
are mounted together. The number 
of sections required is determined by 
the desired width of face. 
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Cooperation, M. P.E. A. Style 


ALESMEN or order-taker, which is the dis- 
tributor? This has long been a controversial 
question. Some manufacturers insist that 

the distributor is nothing but an order-taker, that 
the very nature of his business makes it impossible 
for him to be anything else. Other manufacturers 
are equally insistent that distributors can and 
do sell. 

Who is right? The truth of the matter is that 
the distributor is both a salesman and an order- 
taker. Some lines he sells, others he takes orders 
for. The kind of a job he does on any particular 
line is dependent upon several things: 1. The 
nature of the line, 2. The sales potential in the 
territory served, 3. The profitability of the line 
and 4. The sales cooperation rendered by the 
manufacturer. 

It stands to reason that no distributor can do 
a creative selling job on every line handled. He 
doesn’t have to. On certain staple lines it’s merely 
a matter of bringing them to the attention of cus- 
tomers regularly. If they need the items, they'll 
buy them from the local distributor, other things 
being equal. 

On other lines, creative selling is necessary and 
the present-day distributor organization is geared 
up to provide it. The extent to which any manu- 
facturer or group of manufacturers can hope to 
secure an intensive, creative sales job from dis- 
tributors depends not so much on the distributor 
as on the manufacturer himself. “Too many manu- 
facturers condemn distributors as incapable of real 
selling when the fault is really the manufacturer’s, 
not the distributor’s. 

Even today, many manufacturers expect distrib- 
utors to work sales miracles for them. They seem 
to think that all they have to do is to get distribu- 
tors to stock their stuff and then sit idly by and 
watch it move steadily into the user’s hands. Their 
whole purpose, after they have succeeded in getting 
a distributor to take on their line, seems to be to 
fill repeat orders. In other words, many manufac- 
turers lapse into the same kind of sales coma for 
which they condemn the distributor. 

This, of course, does not apply to all manufac- 
turers, but too many of them are guilty of the 
practice. Of course, every manufacturer who 
hopes for real results from his distributors must 
maintain close contact with them and be ready and 
willing to aid in every reasonable fashion. But 


aside from individual action, group action is also 
commendable. Instances where manufacturers in 
a common field of endeavor have joined together 
to aid distributors in selling their lines are rare 
indeed. 

The one notable exception is in the field of power 
transmission. Here is an industry that has banded 
together into an organization known as the Me- 
chanical Power Engineering Associates. For two 
years this organization has been digging up facts, 
through case studies conducted by qualified engi- 
neers, concerning the economy and efficiency of 
modern group drive. These facts are made avail- 
able to distributors and their salesmen. In two 
short years, M. P. E. A. has organized 56 power 
transmission clubs throughout the country, clubs 
which number among their membership salesmen 
of distributors of industrial supplies and ma- 
chinery. 

In the span of but a few months, this industry 
organization has made remarkable progress and 
its work has really just begun. Distributors who 
are familiar with the constructive job being done 
by M. P. E. A. are enthusiastic about its accom- 
plishments. Where power transmission supplies 
and machinery used to be just another line with 
many distributors, it is now becoming a key line. 
As the efforts of M. P. E. A, continue, better ac- 
ceptance of its products by industry and greater 
sales cooperation from distributors themselves is 
inevitable. 

Here, then, is one industry which recognizes the 
need for cooperative action both in convincing 
industry of the need for its products and in aiding 
distributors to do a creative job in following 
through. 

If M. P. E, A. carries on the outstanding job 
which it has started, Mitt Suppvies predicts an 
era of profitable, creative selling of power trans- 
mission products on the part of distributors which 
will prove conclusively what we have always con- 
tended, that “the responsibility for creative selling 
by distributors rests very largely with the manu- 
facturer.” 

Needless to say, the M. P. E. A. program will 
stimulate power transmission business, but of even 
greater significance to distributors is the fact that 
it should shake other manufacturers out of their 
lethargy and convince them of the need for simi- 
lar sales stimulating, cooperative programs. 
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ALWAYS 
DEPENDABLE 


ENBERTHY INJECTORS, liquid level 

gages, and lubricating devices 
are universally used throughout 
industry becouse they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 








Now Distributors Have More 


Incentive to Sell 


Where formerly manufacturers seemed satisfied just to 
get distributors to carry their lines, their main interest 


now is in getting us to sell them. 


What’s more, they 


are willing to do their part in aiding us to perform 


UR stock is double today what 
it was a vear ago. Sales are 
up 20‘:. We are in the 

black. We have increased the earn- 
ings of most of our employees. That 
is what the NRA and the distributor’s 
code of fair practice has done for us. 
And from my study of the chart show- 
ing the trend of supply sales in the last 
month’s copy of MILL Supptiegs, it 
would seem that the majority of in- 
dustrial distributors are enjoying a 
similar improvement in business. 

There is little question but what the 
distributor’s position with both man 
ufacturers and users has been bettered 
since October 23, the date on which 
the president signed the Industrial 
Supplies and Machinery Distrigutor’s 
Code. In that our Code was approved 
so early—number 17 on the list of 
those thus -far atcepted — the unity 
among distributefs and their import- 
ance to industr¥’ was clearly demon- 
strated. While many manufacturers 
are still in the throes of toming to 
satisfactory agreements, perfecting 
sub codes, and so on, industrial dis- 
tributors have been able t@ enjoy the 
benefits of operation under a Code for 
the last six months. 

Before the president’s speech in 
March, there was much conjecture as 
to whether the NRA would be aban- 
doned. Personally, I was gratified to 
learn that its powers were not to be 
weakened. 

Since the government has recog- 
nized the distributor as a necessary 
link in the economic chain, many man- 
ufacturers have re-aligned their dis- 
tribution set-ups. They are refusing 
to slip over into the distributors’ back- 
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a real sales service 





By WILLIAM E. HANSEN 


President, Hansen and Yorke 
Company, New York City 


yard and infringe on any of his func- 
tions. They are finding that it is far 
more economical to resume the old 
method of coverage. 

Today, our sources of supply are 
selling their line and their house not 
alone to our purchasing agent, but to 
every member of our company from 
the outside sales force and telephone 
salesmen down through to the ship- 
ping «clerks. They seem to have a 
new appreciation of the fact that they 
are competing not only with their di- 
rect competitors, but with all of the 
lines we carry. They are giving us 
every incentive to sell their line where 
before they seemed satisfied if we 
merely carried it. With this new un- 
derstanding of our problems has come 
a renewed and helpful interest in our 


Saturday sales meetings. In addition, 
manufacturers are advertising to the 
user that it is more economical to buy 
from the distributor. And most im- 
portant of all, they are suggesting re- 
sale prices and exercising the privi- 
lege of careful selectivity of the houses 
through whom they wish to be repre- 
sented. All of this heightened activ- 
ity has seemed to stimulate manufac- 
turing prowess as evidenced in new 
products and product refinements. 

It is not surprising that the im- 
proved picture has brought about a 
change in the distributor’s attitude 
toward the manufacturer. Formerly, 
it was a common tendency to request 
as many lines as possible on an ex- 
clusive basis. Now we are aware that 
it is humanly impossible to sell every- 
one in our territory, and that if we 
cannot roll up the volume which it is 
necessary for a manufacturer to ob- 
tain in a given territory in order to 
survive, we are, as the homely saying 
goes, simply biting off our nose to 
spite our face. In other words, if our 
volume does not justify an exclusive 
arrangement, the manufacturer is 
forced to raise prices, his line becomes 
prohibitive, and we are worse off than 
we were before. His need for in- 
tensive coverage is obviously essential 
today in order to comply with the in- 
creased wage scale and the short-hour 
week specified by the NRA. 

The desk-room distributor is going 
to find it difficult to justify his exist- 
ence under the new order. Under the 
provisions of the Code, he must have 
a well-defined mill supply department 
and carry a representative stock in 
order to (Continued on page 62) 
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NOT A MINUTE’S TROUBLE IN 








60 FT.C/C 


53 DIA X 64 FACE 


141 DIAK 64 FACE 
LAGGED PULLEY 


G.T.M.-SPECIFIED 


GOODYEAR TRANSMISSION BELT 


FOR GIANT ROLL DRIVE 





12 YEARS 


GOODYEAR TRANS- 
MISSION BELT NEVER 
FALTERS ON GIANT 
ROCK-CRUSHER DRIVE 


EDISON PORTLAND CEMENT COMPANY 


NEW VILLAGE N.J. 






650 to 850 horsepower loads at 325 R. P.M. 


Called “‘remarkable”’ after 4 years’ ser- 
vice in’26, itis still going strong today 


A @) JOB 


H*. is the saga of a belt that should prove eye- 
opening to anyone vexed with a belt-killing 
transmission drive. 


In 1922 the Edison Portland Cement Company 
called in the G.T. M.—Goodyear Technical Man — 
to recommend a belt for the Giant Roll Drive in 
their crusher plant at New Village, N. J. 


This drive operates the great rock crusher that 
grinds up huge limestone boulders weighing from 
three to ten tons. The terrific shock and strain of 
such impacts required a belt with plenty of intes- 
tinal fortitude. 


SPECIFIED BY THE G.T. M. 
Thoroughly analyzing these requirements, the 
G.T. M. specified a 9-ply Goodyear Transmission 


Belt 147 feet long and 60 inches wide. 
In 1926, after handling 650 to 850 horsepower 


loads continuously for four years, this belt had 
already given such unusual service that a company 


THE GREATEST NAME 


official stated: “Its performance to date is really re- 
markable—it has never given a moment’s trouble!” 


Today, eight years later—12 years after installation 
—this belt is still in service without ever having had 
one minute’s “time out” for repairs, save cutting to 
take up slack. And it looks good for several years’ 


more service! 


Records like this help Goodyear Mechanical Rubber 
Goods Distributors and their salesmen sell the 
Goodyear line. If you are not a Goodyear Distributor, 
why not see if there is an opportunity for you to be 
one? Write Goodyear, Akron, Ohio, or Los Angeles, 
California. 


BELTS - MOLDED GOODS 


HOSE - PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 














Included in this group are most of the 
manufacturers’ representatives who were in 
attendance at booths during the Manning, 
Maxwell and Moore exhibit. The first man 
at the left in the front row (hands in pock- 
ets) is J. R. Kelley, manager of the mill 
supply department and guiding genius of 
the show. These salesmen were enthusiastic 
about the opportunity afforded them to 
contact key men in industrial plants under 
the most favorable conditions. 





Jersey City Distributor Holds 
Outstanding Industrial Show 


Manning, Maxwell and Moore exhibit is featured by 51 
manufacturers’ booths and a total attendance in excess of 1800 


ANNING, Maxwell and Moore, Incorporated, 

Jersey City, New Jersey, staged an industrial 

exhibit from May 7 to May 12 which estab- 
lished new records for attendance and number of ex- 
hibitors. The total attendance was 1800, of which 1200 
were keymen representing 450 industrial customers. 

Responsibility for the success of the exhibit was 
placed in the hands of a committee of salesmen headed 
by M. H. Edelman, and consisting of Charles Waldir, 
Gardner Stebbins, William Cesko, Walter Padien, and 
P. E. Wagner. This committee worked directly under 
J. R. “Bob” Kelley, manager of the railway and mill 
supply department, in making arrangements and han- 
dling exhibits and visitors. 

The exhibits of 51 manufacturers were attended by at 
least one representative. While some of the booths were 
purely of a display nature, in many the actual demon- 
stration of products was carried on throughout the show. 
That shows of this type are worthwhile to distributors 
and manufacturers alike is attested by the fact that 
more than 350 people left their names to indicate a de- 
sire to receive more complete data from salesmen. In 
addition, many actual orders were written on the floor. 

Considerable planning was devoted to the problem of 
getting the maximum number of key men to the show 
at times when they would be able to see a maximum 
number of exhibits. Arrangements were made with sev- 
eral very large companies to send all of their foremen 
and superintendents at a certain time. This, of course, 
eliminated overcrowding at certain periods. 

To further insure the maximum amount of attention 
A general view of the exhibit. A close examination will reveal {OT each exhibit, unusually wide aisles were allowed. 

the interest with which visitors follow demonstrations. Over 5000 square feet of floor (Continued on page 64) 





Many actual demonstrations gave plant men an opportunity to 
see for themselves what products would do. 
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Protection against operating delays is becoming increasingly im- 
portant. In this new era of regulated labor and raw materials 
industry must meet a closer competitive balance with increased 
mechanical economies. 

This is the year to drive home to every plant executive the efficiency 
of Clipper Lacing Equipment—-the watchdog on which unbroken 


production schedules depend. 





CLIPPER BELT LACER COMPANY GRAND RAPIDS, MICHIGAN 


; Clipper Hooks 
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The Distributor Is Comin 





Into 


His Own 


Says 


SAUNDERS NORVELL 
Financial Consultant and Business Advisor 


Former Vice-President Simmons Hardware Company, 

President, Norvell-Shapleigh Hardware Company, Chair- 

man, McKesson and Robbins, Incorporated, President, 
Remington Arms 


AUNDERS NORVELL started his busi- 

ness career with the Simmons Hardware 
Company 51 years ago. After traveling for 
them for 9 years, he was made vice-president 
and sales manager, a position which he held 
for the next 9 years. He then became presi- 
dent of the Norvell-Shapleigh Hardware Com- 
pany and remained in that capacity from 
1902 to 1912. Later he owned and edited a 
trade journal and traveled extensively. On 
one of his tours, he was called back from 


abroad to become chairman of the board of McKesson and Robbins, Incorporated. Up until a year ago, 


he was president of Remington Arms. 


Today he is a financial consultant and business advisor. 


Because 


of his experience as manufacturer, distributor, and user, his statement is of real significance. 


Y heart has always been very close to 
the distributor for I have been in the 
distributing business for over 30 years. 
Now, at 70, | am able to say, “I told you so,” 
to all the doubting Thomases who told me 
that the distributor was on the way out. 
It has always been my conviction that the 
distributor was an important factor in the 
economic scheme. Today, manutacturer and 
user alike are firmly convinced of this truth. 
Codes of fair practice are building an im- 
passible wall between the channels of manu- 
facturing and distribution. These channels 
can no longer be diverted by weak-policied 
manufacturers who have a penchant for get- 
ting into the other fellow’s back yard. The 
user has precluded this surreptitious practice 
by refusing to buy from manufacturers who 


0 


resort to such means. Under the codes, the 
manutacturer has to sell a product at a set 
price for the distributor with a higher sched- 
ule for the user. Therefore, it follows that 
if the user gains nothing by buying direct, he 
will naturally prefer to buy from the distribu- 
tor in order to enjoy his service. 

Codes are also eliminating unfair practices 
on the part of the distributor, thus putting 
business on the basis of quality and service 
rather than on price. 

As I look back upon a half century of eco- 
nomic change, it is my belief that the distribu- 
tor stands a better chance today than he ever 
did. Both manufacturers and users are more 
appreciative of the distributor and if he per- 
forms his functions properly, he can look for- 
ward to his greatest era of business prosperity. 
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Here's what Jenkins gives 
you. Compare AL good Iron 
Body Gates, point-for-point, 
ond price against price. Let 
your own judgement soy 










See What Jenkins Offers! 


Get this Jenkins Iron Body Gate Cut-out 








With this lifelike cur We 
out « 











which wr best buy 


are glad to put a “Jenkins” to chis 
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Jenkins Valves 


GRONTE— IRON —STEEL SINCE 1804 








<a you to present the Jenkins Cut-out 


nwhich ts featured in a big Jenkins advertising campaign 


| ei in one of the big- 
gest campaigns Jenkins has ever 
put behind a valve, the unique 
Jenkins Iron Body Gate Cut-out 
has caught the interest of valve buy- 
ers. They are anxious to “see what 
Jenkins offers”...waiting for the 
Cut-out...willing to accept the chal- 
lenge to “compare point-for-point 
and price against price”. 

Many buyers will ask their supply 
house for the Cut-out, as our 
advertising suggests. But most of 


them are waiting for you to call 
and present it. Don’t delay. While 
interest is high, get the Cut-out 
into the hands of every Iron Body 
Gate prospect. It is bound to mate- 
rially increase your orders and 
make permanent customers for you. 
A “Jenkins” actually IS the best buy. 
We all know it. When you put 
the lifelike Cut-out on a customer’s 
desk, he’ll know it, too. Opened 
up, the Cut-out does the selling... 
lists all of the superior features 


of a Jenkins...provides a place to 
check Jenkins features against other 
gates...lets your prospect sell him- 
self. It works. Every day salesmen 
are proving it. 

You should have a supply of the 
Cut-outs now. If you haven't write 
our nearest office at once. 


JENKINS BROS., 80 White Street, New York; 
510 Main St., Bridgeport, Conn.; 524 Atlantic 
Ave., Boston, Mass.; 133 No. Seventh St., Phil- 
adelphia, Pa.; 822 Washington Blvd., Chicago, 
Ill.; JENKINS BROS., Ltd., Montreal; London 


Jenkins Valves 


BRONZE — IRON — STEEL 


SINCE 1864 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR APRIL, 1934 
100 = Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


1934—-Solid Black Line 


Expected sales decrease in April fails to materialize. 
Indicator touches 67.9. 


slight decrease in sales of industrial supplies and 

equipment for April as compared with March, 
final figures submitted for the Sales Indicator force that 
index to a new high of 67.9, as compared with 66.1 for 
March. 


[: spite of the fact that most distributors expected a 


While this increase in sales does not equal that regis- 
tered in corresponding months of 1933, when the Indi- 
cator was just starting its long climb out of the depths 
of February and March, the fact that it exists at all 
almost assures distributors of a profitable first half of 
1934. In addition, advance reports on sales for May, 
based on business for the first 25 days of the month, 
indicate that the May Indicator will not only hold its 
own but may even edge up a bit. 

Probably the most encouraging note in the April fig- 
ures is the fact that all sections of the country reported 
gains. True, sales of individual distributors here 
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and there in each territory were somewhat lower but 
when all are totaled and compared with the correspond- 
ing “normal” figures, the increase is clear-cut. 


The Indicator for the North Atlantic States jumped 
from 61.6 for March to 63.4 in April; that for the 
Southern States, from 76.9 to 78.2; for the Middle West, 
from 59.5 to 61.6; for the West, from 56.7 to 60.0; and 
for the Pacific Coast from 61.6 to 75.5. 


Another encouraging note in the business picture from 
the distributor’s angle is the increase in gross margin. 
Various checks made in recent months clearly indicate 
a jump of from 2% to 5% in this figure, which, to- 
gether with increased operating efficiency, accounts for 
profits on a volume 30% to 40% below normal. 

Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 


page 40. 
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DODGE DISTRIBUTORS Can 
Serve and Profit Under the NRA 


Dodge Introduces 
New Ball Bearing 
Hanger Unit 





The D-H Ball Bearing Hanger Unit 


This new, low-priced D-H Ball Bearing 
Hanger Unit will fit the smaller sizes of two 
or four-point adjustable hanger frames. It 
uses the same high grade single row deep 
groove Hoover Ball Bearing as the DH-1 
Pillow Block with piston ring seals and dou- 
ble set-screwed clamping collar. 


This unit is intended for small shafts and 
moderate service. It is very compact, occu- 
pying very little space on shaft and is easy 
to install 


It is not necessary to dismantle this bearing 
in order to assemble it on the shaft. It is deliv- 
ered to the customer completely assembled 
and lubricated ready to slip over the shaft 
This prevents admission of dust or dirt into 
the bearing races which always causes rapid 
wear and short life. 


There are many concerns who have hesi- 
tated to install anti-friction bearings on 
small shafts where loads were light because 
of the expense involved. The “D-H” Hang- 
er Bearing offers every anti-friction bearing 
advantage at a low price. It is in every 
sense a high grade anti-friction bearing built 
to precision standards 


Dodge Distributors 


Can Se] ——__- 





All Industry is alert for 
opportunities to modernize 
present equipment to obtain 


PRODUCTION EFFICIENCY 
POWER ECONOMY 
LOW MAINTENANCE 


Modernization of drives and bearings offers industry an economical 
solution for present day production problems. Thousands of machines 
can be made to produce more at lower cost by the installation of 
modern drive and bearing units selected on the basis of production 


needs. 
a 


The complete Dodge line blankets industrial power transmission 
requirements. Sales information, sales promotion and advertising 
support the efforts of distributor salesmen. Specialized engineering 
insures the selection of the right drive for every job. 


The high cost plant is doomed. It cannot live in competition with 
modern factories. Dodge distributors can serve and profit by working 
with industrial concerns who seek an economical way to obtain greater 
efficiency at lower cost. 

















DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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dicators 











North Atlantic States 


Edging up for the second successive month, the Indicator for this section touches 
63.4, as compared with 61.6 in March and only fractionally off its high which was 


registered in October, 1933. Majority of distributors reporting are looking for a 


slight increase in May. Those reporting adverse conditions in May expect only small 
drops. 


Southern States 


The steady rise of the Southern States Indicator continues unbroken as sales for 
\pril register 78.2% of normal, as compared with 76.9% in March. The outlook 
for May is mixed, with no great deviation expected. 


Anticipated increases range 
from 10% to 35% 


, while decreases, for the most part are 5% or 10%. 


Middle Western States 


Steadily climbing, the Middle Western States Indicator registers 61.6 for April. 
The March figure was 59.5. While a few increases are expected in May, most dis- 
tributors reporting are looking for a month about the same or a little worse than April. 


Western States 


Another increase, this time from 56.7 in March to 60.0 in April keeps the Sales 
Indicator for the Western States well within striking distance of the leaders. Fur- 


thermore, May business, according to reporting distributors, will be about 10% _ bet- 
ter than April. 


Pacific Coast States 


Recovering with a bang from its temporary setback in March, the Sales Indicator 
for the Pacific Coast States jumps from 61.6 in March to 75.5 in April. Unfortu- 


nately, however, only one reporting distributor expects May to be as good, the others 
looking for decreases of from 13% to 20%. 
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Giuen V-Belt and Kable 


Kord sales are going up —UP— UP— higher and higher. 


Are we surprised? Not at all. We designed these belts to 
head for the high spots. We designed them to transmit more 
power at less cost. And they’re doing just that—the V’s on 


grooved pulley drives and Kable Kord on flat pulley drives. 





The Gilmer line of V-belts is complete i , ee ee -. ice . ., 9 
 . Nien hee th tae Naturally, they’re the kind of belts industry wants. They’re 


power to large multiple V-belt drives. 


the kind of belts bound to SELL! 


Kable Kord is furnished both endless 
and in rolls. Kable Kord Endless 


comes in standard and special sizes. 


The outstanding quality of Gilmer belting — plus its sound 
merchandising policy — plus its consistent and effective 
advertising to industrial users — form a mighty profitable 
proposition for reliable, aggressive mill supply houses. If 
those last five words fit you, we invite your inquiry. For 


complete facts regarding the Gilmer franchise . . . write 


L. H. GILMER COMPANY ... Tacony, Philadelphia 





ty 


MANUFACTURERS OF V-BELTS »-SPEEDAGE ENDLESS FABRIC BELTS - KABLE KORD BELTS 


wee etis ys ¢W Sit ty, @EtTs SINCE 











mine and obtain equitable con- 
tribution as above set forth by 


all members of the Trade, and 


Newsy facts about industrial distributors ee 
2 ite legal proceedings therefor in 
and their salesmen its own name. 





Section 3. Each member of the 








Trade shall pay his or its equitable 
contribution to the expenses of the 
maintenance of the Code Authority, 
determined as hereinabove provided, 
and subject to rules and regulations 
pertaining thereto issued by the Ad- 
ministrator. Failure by a member to 
pay an equitable share of the costs 
of Code administration shall constitute 
a violation of the Code. Only mem- 
bers of the Trade complying with the 
Code and contributing to the expense 
of its administration as hereinabove 
provided, shall be entitled to partici- 
pate in the selection of members of 
the Code .\uthority or to receive the 
benefits of any of its voluntary activi- 
ties or to make use of any emblem 


W. C. Hendrie, president, W. C. Hendrie and Company, Incorporated, Los Angeles, °° age of the National Recovery 
California, and part of the office force. Our photographer apologizes for the darkness Administration. 


Hearing Set on Amendments To 


in the rear and hastens to assure us that the establishment really is quite light and cheerful. Section 4. The Code Authority 
shall neither incur nor pay any obli- 

notice and opportunity to be we é : : q 

: gation in excess of the amount thereof 


Distributors’ Code 
A public hearing on proposed 
amendments to the approved code for 
the Industrial Supplies and Machinery 

Distributors’ Trade will be held by 

Deputy \dministrator, Joseph Dil- 

worth, on Friday, June 15, in the 

Carlton Hotel. 

The four amendments, proposed by 
the Code Authority, follow: 
AMENDMENT 
Amend A\rticle V, Section 1 (b) 

by deleting the present Section 1 (b) 

and inserting new Section 2, Section 

3. Section 4 

\mended Article V, Section 1 (b) 
will then read as follows: 

ARTICLE V—ADMINISTRATION 

Section 2. It being found neces 
sary in order to support the adminis 
tration of this Code and to maintain 
the standards of fair competition 
established hereunder and to effec 
tuate the policy of the Act, the Code 

\uthority is authorized: 

(a) ‘Vo incur such reasonable obliga 
tions as are necessary and proper 
for the foregoing purposes and 
to meet such obligations out of 
funds which may be raised as 
hereinafter provided and which 
shall be held in trust for the pur- 
poses of the Code: 

(b) To submit to the Administrator 
for his approval, subject to such 
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heard as he may deem necessary 
(1) an itemized budget of its 
estimated expenses for the fore- 
going purposes, and (2) an equit- 
able basis upon which the funds 
necessary to support such budget 
shall be contributed by members 
of the Trade; 
(c) After such budget and basis of AMENDMENT 

congribution have been approved Amend Article VI, Section 2, by 
by the Administrator, to deter- deleting the present Section 2 and 


as estimated in its approved budget, 
except upon approval of the Adminis- 
trator; and no subsequent budget 
shall contain any deficiency item for 
expenditures increase of prior budget 
estimates except those which the Ad- 
ministrator shall have so approved. 





An interrupted sales meeting at the Charles Bond Company, Philadelphia, yielded the 

following result: Front row, left to right: J. Dando, W. R. Deno, J. B. Bond, F. A. 

Bergen, L. G. Gagnon, American Asphalt Paint Company; Fred Fortin and S. C. Bryce. 

Second row: Louis Born, F. L. Hughes, C. F. Cludius, I. Cowdrick, and H. L. Martin. 

Last row: M. D. Hamilton, Goodyear Tire and Rubber Company; W. S. Hance, B. N. 
Shaver and P. C. Talbot. 
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Provided by Hewitt Co-operation 





QUICK reference to essential facts and data is vitally necessary if your 
men are to sell industrial rubber goods easily and effectively. e Hewitt’s 
Price and Sales Manual Sheets fill that requirement without making anyone 
a slave to detail. e “What type and grade of product do you recommend 
for this job? How is it built to meet these conditions? What will it cost?” 
These are the questions Industrial Buyers ask. Can your men answer them? 
If they are using Hewitt’s new Sales Manual, they can, quickly and con- 
vincingly. @ If you’re not already familiar with this feature of Hewitt’s Job- 
ber Co-operation Program, get in touch with us today. We will gladly have 
one of our men call to explain the details 
of this and other outstanding advantages 
of handling the Hewitt Line. Hewitt 
Rubber Corporation, Buffalo, N. Y. 


nor for co-operation 


HE WIT T corporation 


| THE‘GUTTA PERCHA & RUBBER MANUFACTURING CO. EST. 1859... HEWITT RUBBER COMPANY. EST. 1904 | 








HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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MARVEL 
Heavy-Duty 
Hand Frame 









MARVEL 
Small Shop Saw 





MARVEL 
Automatic Saw- 
ing Machines 





MARVEL 
Metal Band Saw 








The Only 


Unbreakable 


HIGH SPEED STEEL 






Think of the 
sales possibilities 
of a patented, un- 
breakable Hack Saw 
Blade with a Genuine 
18% Tungsten High-Speed-Steel cut- 
ting edge. In no other blade can you 
offer the exclusive features and truly 












in metal sawing equipment §& 
there is no name to. 
compare with 


MARVEL 





EDGED BLADE | 





| R. T. Stanley, salesman for The Cameron 


ideal qualities of MARVEL High. | 


Speed-Edge. 


25 Years of Leadership 
in Metal Sawing Machines 
For over a quarter of a century MARVEL 
Saws have led in Hack Saw design, con- 
struction and features. Today there are 
more MARVELs in use than any other 
make. The Marvel line is a full line of 
superior tools for every sawing need— 


and Barkley, Company, Tampa, Florida, 
says, in speaking of the NRA, “I find the 
buyers are not only willing but, anxious to 
favor the home boys with a complete stock, 
set prices and efficient service.” 


inserting a new Section 2. 
Amended Article VI, 
will then read as follows: 
ARTICLE VI—UNFAIR 


Section 2, 


COMPETITION 
Section 2. Where in any particular 
territorial area a majority of the 


Members of the Trade elect to file 
prices with such agency as may be 
approved by the Code Authority, all 
Members in such territorial area shall 
file their prices on all items designated 
by said agency. Any members of the 
Trade outside such territorial area 


| desiring to sell within such territorial 


| area shall comply with the price filing 


| regulations in such territorial area. 


sturdy, inexpensive, general purpose hack | 


saw machines; exceptionally high speed, 
ball bearing production saws; universal 
metal band sawing machines; and the 
NEW heavy duty hand 

hack saw frame. 













Now 


the MAR- 
VEL Hole 
Saw with 
High Speed 
Edge, and 
strength and accu- 
racy that permits drill 
press production use. 


Write for Catalog 


ARMSTRONG -BLUM MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Ave., - - CHICAGO, U.S. A. 


It is a violation of the Code for any 
member of the Trade to sell below 
his individually filed schedules cover- 
ing prices, terms and conditions. 
AMENDMENT 
Amend Article VI by the addition 
of Sections 13 and 14 as follows: 
ARTICLE VI—UNFAIR 
COMPETITION 
Section 13. When a Member of 


_the Trade desires to dispose of obso- 


lete closeout, or discontinued items, 
and to offer such merchandise for 
sale at prices less than his regular 
prices, he shall file with the Regional 


| Committee in the area in which he is 


located, a statement showing the 
quantity, sizes and complete descrip- 
tion of the merchandise so offered 
for sale, and the reasons for such 
sale. On such sales, all invoices for 
_ merchandise so sold shall plainly dis- 
| play the following words “Special 
closeout prices.” Failure to observe 
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There is always a demand for Powell Valves—because 
of the quality product and the company prestige. 


Because of notable advancements in design, workmanship, and materials, The Wm. Powell Company has achieved a position 
distinctly in the forefront of the Valve Industry. Today, in addition to the standard line of quality bronze, iron, and 
steel valves, special corrosion resistant valves are available from pure metals and special alloys. 


THE WM. POWELL CO., 2525 SPRING GROVE AVE., CINCINNATI, OHIO 
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this rule or increasing such stock dur- 
ing liquidation at the special prices 
is an unfair method of competition. 
It is recommended with reference to 
the above rule that any distributor 
finding himself in this position should 
first offer the surplus of merchandise 
to the manufacturer thereof, and fail- 
ing to dispose of such merchandise 
by this method should offer same to 
the Members of the Trade in the 
regional group. 

Section 14. It is an uneconomical 
and an unfair practice for distributors 
to accept in exchange merchandise 
of any character to apply as part pay- 
ment against the sale of regular mer- 
chandise, or to issue credit or make 
cash settlement beyond the true value 


of the goods. 
——— 


Central Rubber Issues New Catalog 

The Central Rubber and Supply 
Company, Indianapolis, Indiana, is 
distributing 5,000 new catalogs. The 
new book covers both the industrial 
and automotive supply lines and con- 
tains 356 text pages. Major lines f 
have been emphasized by color print- 
ing, manufacturers’ inserts and spe- 
cial layouts. The Cuneo Catalog Serv- 
ice Company was the publisher. 


Now you can 


know at 4 glance 


a fast cutting, first 


quality file .... 


RED TANG 


MADE BY SIMONDS 


METAL SAW MAKERS 
SIMONDS SAW AND STEEL CO., 














| 


FITCHBURG, MASS. 
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Every Known Style of Tap 


can be skilfully made by the WINTER 
BROTHERS EXPERIENCED CRAFTS- 
MEN, including: 


Hand Stove Bolt | 
Machine Screw Bent Shank Tapper 

Pipe Straight Shank Tapper 

Nut Interrupted Thread 

Boiler Chip Driver 

Pulley Chisel-point 

Staybolt Serial Sets 


Special thread forms 
All in carbon or high speed steel, Precision Ground; 
Commercial Ground; and Cut Threads. W. A. Haseltine, vice-president of J. E. 


DISTRIBUTORS FIND THIS COMPLETE LINE | Haseltine and Company, Portland, Oregon, 
PROFITABLE TO HANDLE. | left, couldn’t see fishing as a sport, preferring 
| 














to confine his sporting efforts to golf. How- 
ever, Henry Ernstrom, sales manager, right, 
and Al Dixon kidnapped him and got him in 
a boat on the Willamette. In less than 45 
minutes from the office Bill had hooked this 
46-pound Chinook salmon. He fell down in 
the boat, barked his shins, skinned his 
WRENTHAM, MASS. knuckles, lost his reel and his shirt tail came 
_ : : : out but he landed the fish. Bill now be- 
Division of the National Twist Drill & Tool Company | lieves that the company’s fishing tackle de- 
Datroit, Michigan partment is one of the most important in 
the business. 


(A catalog of standard sizes and styles for the asking) 


THE WINTER BROTHERS CO. 


DEPENDABLE TAPS AND DIES 
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Louis Pedersen, vice-president of the Peder- 
sen Brothers Supply Company, Chicago, 
is caught in action totalling a bill for a 
counter customer. This is a typical pose | 
since there are times when the counter is 
as crowded as a mining town bar on pay 
night and everyone has to pitch in and help. 





F. W. Copeland President of 
H. Channon Company 


At a meeting of the directors of 


the H. Channon Company, Chicago, | 
F. W. Copeland was elected president | 
to succeed H. G. Elfborg, who died | 


January 30, 1934. 


Mr. Copeland was previously vice- | 
president of the Sullivan Machinery | 
Company, of which he remains a | 


director. 


Directors of the H. Channon Com- 


pany are G. E. Scott, president, | 


American Steel Foundries; C. K. 
Knickerbocker, vice-president, Grif- 


fin Wheel Company; Morris Town- | 


ley, attorney; A. C. Allyn, invest- 
ment banker: Dr. C. F. Honnold and 
W. A. Forbes. 


Duncan Distributing Catalog 
The R. C. Duncan Company, Min- 


neapolis, Minnesota, is distributing a | 


new mill supply catalog, the cover of 
which is done in aluminum cloth with 
Chinese red and black printing. The 
book was published by The Cuneo 
Catalog Service Company. 

IE at 


Roberts with Sligo 


A new salesman is announced by | 


S. D. Conant, secretary and sales 


manager of the Sligo Iron Store | 


Company, St. Louis. He is W. R. 


Roberts and will operate in parts of | 


Kansas and Oklahoma, with head- 
quarters in Independence, Kansas. 








| You Supply Men KNOW they are high quality. 
| When your customer wants an extra good Cir- 
| cular, Band, Cross-cut or Hack Saw—and that's 
what will always serve him best—sell him 


SIMONDS. 


Make the best of your sales opportunities. 


SIMONDS SAW AND STEEL CO. 


| Established 1832 FITCHBURG, MASS. 











You don’t need a 
Magnifying 
Glass 


to find 
Opportunities to Sell Roper Pumps 


In practically every plant you contact, there is a need for one 
or more of the many types of Roper Rotary Pumps (only two 
moving parts). We build a complete line—hand or power—for 
general service, circulating coolant on machine tools, hydraulic 
applications, etc. And, from our 77 years of experience, we know 


how to build pumps RIGHT. 


Cash-in on this business——make every one of your calls more 
profitable, and have satisfied customers. Write for full details 
ask for the Roper selling plan and catalog No. R-62-MS. 





Geo. D. Roper Corp. ¢ ¢ Rockford, Illinois 


ROPER UMDS 





DEPENDABLE - SINCE 1657 
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BELMONT 


COOPERATION 
SIMPLIFIES PACKING SALES 
INCREASES PACKING PROFITS 


Our plan of cooperating with Belmont Distributors and their sales- 





TRAST 








men is designed to make it easier for you to sell Belmont Packings T. C. Ulmer, President, T. C. Ulmer, In- 
and to increase your sales by giving better service to packing buyers. corporated, Philadelphia, would not amram 
This, of course, is backed up by the Belmont reputation for quality. pe coe of himesll Gut id yea saccen 
The three main factors are pictured herein. photographer to snap a group of young 





ladies working in the office. Three of these 
girls, Miss Friz, Mill McCartney and Miss 


Gibson, seated in front, have been with the 
° AD V e R T { S | | G ° company for more than 15 years. 

RT hy : " A 
<? Hinds and Coon Official Dead : 

Charles FE. Harvey, secretary, 

Hinds and Coon Company, Boston, 

Massachusetts, died on May 22. No 

announcement of his successor has 


Belmont Advertising, ap- been made to date. 
— 


Manufacturers Supply Company 
Announces Addition to Organization 

Two new men have been added to 
the organization of the Manufacturers 
















pearing consistently 
month after month in 
outstanding industrial 
publications, tells indus- 
try the story of Belmont G ; ; phy Ate are 
Gacliee, and tine balla : upply Company, Grand Rapids, 
Michigan. 

Mr. Ray Coby, formerly with the 
Hayden Supply Company, is to be in i 
charge of the Grinding Wheel de- 
partment. 

Mr. Harry Barron, formerly with 
the Tropical Paint Company, will be 
in charge of the paint department and 
will specialize in maintenance prod- 
ucts of the American Asphalt Paint 
Company. 

This company is now distributing 
Norton grinding wheels and extin- 
guishers manufactured by the Buffalo 
Fire Appliance Company. 

RSE ts el 


good will for you among 
your customers. 








The Belmont Sample Kit which we sup- 
ply to your salesmen contains samples 
of all the major types of Belmont Pack- 
ings. It backs up your story of Belmont 
superiority. 


SRM or 


arent 





Fort Wayne Distributor to Issue 
Catalog 

C. F. McLeish, manager of the mill 
supply department, The National 
Mill Supply Company, Fort Wayne, 
Indiana, writes: “We have great 
Sinn, Geb eating cnitialine nadie faith in the future of the supply busi- 
hak. cauiiiie. ‘cenmineebiiaiiinns ness and in order to justify this faith 
whieh thelp the salesman to we are going to considerable expense 
analyze customers’ needs and at the present time getting out a new 
fill them properly. catalog which will be ready for dis- 
tribution about September 1.  Busi- 
ness has improved to such an extent 
in the last six months and realizing 
how we were actually handicapped by 


THE BELMONT PACKING & RUBBER COMPANY having an old catalog, we are taking 


this step at the present time and feel 


em CT 








Besides illustrating and de- 
scribing the entire Belmont 











if you are not already a Belmont Distributor, we invite you to write 
to us for complete details regarding this progressive Belmont Plan. 





Butler & Sepviva Streets, » » » Philadelphia, Pa., U. S. A. that this new catalog will bolster up 
“There is a Belmont Packing for every service.” our sales considerably.” 
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Pave Your Way.../ | 
If You Sell Permite == 


AARER OD 








SALESMEN | 





| 


Salesman No. 1. PERMITE QUALITY 


It opens many doors to Permite Aluminum 
Paint distributors. For Permite’s research staff 
has developed a ready-mixed aluminum paint 
that will not harden or lose its color in the can 
. . . that guarantees a hard, lastingly brilliant 
coat, with greater hiding power. 


Salesman No. 2. PERMITE ADVERTISING 


It tells paint users how Permite offers all the 
special advantages of aluminum paint, plus 
many extra advantages of its own. How it saves 
labor, spreads farther, reduces maintenance 
costs. Leading industrial magazines carry this 
advertising to your customers every month. 


These two great salesmen . . . Permite 
Quality and Permite Advertising . . . 
are at your service. Write or wire today 


for full details. 


ALUMINUM INDUSTRIES, INC. 


CINCINNATI, OHIO 
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= anti wen 
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ALUMINUM 
PAINT 


READY-MIXED 


ar 1a special syn- 
le of Permite } ents oxidation. 
tuminum powder pigment never 
discolors in the can. 
ARTHER—Because Permite has 


leafing power, it gives much 
e » than ordinary aluminum 










N ER — The superior leafing 
mite Aluminum Paint makes 
*t to heat, moisture, fumes, 





MY — In hiding power, in 
fue economy, Permite offers 
first time combined in a 
al 4 aluminum paint. 










be : Widely Accepted... 
...Easier to Sell 


A reputable product means real quality and service. That 
is why many thousands of satisfied users of Texrope Drives de- 


mand Texropes for replacements. 


Genuine Texrope Drives are the result of ten years’ develop- 
ment and practical experience by Allis-Chalmers in conjunction 
with The B. F. Goodrich Rubber Company. Texrope V-Belts are 


perfected for dependability, service, and greater economy of 
operation. 


A reputable product is easier to sell. That is why so many 
mill supply houses have availed themselves of the opportunity 
to profit by the rapid turnover of their stocks of Texrope V-Belts. 
Can you afford to overlook these unusual sales opportuni- 
ties? | 


Now—is the time to establish your house as a leading source 
for V-Belts. 


Let us explain our service and distribution plan and show 


how you can profit by a small investment in a limited stock of 
Texrope V-Belts. Write us today. 





ALLIS-CHALMERS MANUFACTURING COMPANY 
TEXROPE DIVISION - - Milwaukee, Wis. 





\.) 


—_— 


INSIST ON x : GENUINE 


TEXROPE 2) DRIVES 


ORIGINATED AND PATENTED pc } 





BY ALLIS-CHALMERS MFG. CO. 
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Woodbury Renovates Office 

Woodbury and Company, Port- 
land, Oregon, is tearing down a wall, 
taking in an 18-foot space from the 
warehouse and completely remodel- 
ing its offices. The balcony office 
force will move down, and all office 
operations will be concentrated on 
one floor. 

They have also acquired an almost- 
human machine that is at once a type- 
writer, adding machine, calculator 
and bookkeeping machine, listing in 
the neighborhood of $1800. It is the 
identical machine that was demon- 
strated at the Century of Progress 
last year and is a great time-saver to 
the company. 

The price clerk now prices an in- 
voice, only, and it goes from him to 
the operator of this machine. The 
machine retypes the invoice, auto- 
matically extends it, prints the an- 
swer, and totals the invoice. At the 
same time it takes care of all dis- 
counts and additions. This elimi- 
nates one Comptometer operater who 
did the extension work. This oper- 
ator is not to be let out, however, but 
put on other work which the increas- 
ing volume of business now demands. 

Then the machine becomes a book- 
keeping machine, 
its set-up. 


with no change in 
The biller-bookkeeper now 
bills for five hours a day, then in two 
hours posts everything to the ledger 
on the machine, taking care of the 
monthly statements at the same time. 
Billing has been greatly speeded up, 
and thanks to the machine, every 
day's business is billed out the same 
day. 

Diamond Machinery Company 

Official Dead 

J. B. Sawyer, president and found- 
er of Diamond 
Aberdeen, 
on February 27. 
A. Sawyer, 


Machinery Com- 
Washington, died 
His brother, Lester 
who has been associated 
with him in business for the past 


pany, 


seven years, succeeds him as manager. 
fc asi 
Hazard-Gould Shipping Clerk 
Promoted 
“Chick” Harris, shipping clerk for 
Hazard-Gould and 


Company, San 
| hego, 


California, has been moved 
“up front” to take ’phone calls and 
sell counter customers. A former 
employee has been added to take 
“Chick’s” old job. 

This company is now distributing 
Darnell casters and Allis-Chalmers 
industrial tractors and graders. 





| TOOL 


| stabilizing, 


ARMSTRONG 


STEM OF 
HOLDERS 


With over 95% of your customers 
using some ARMSTRONG TOOL 
HOLDERS, the “System” (over 
100 sizes and shapes) offers an un- 
limited sales opportunity. Talk 
“the System”. Sell holders and 
cutters for every operation. 


ARMSTRONG 
Drop-Forged 
WRENCHES 


37 Types, 
All Sizes 












With prices 


the demand for 
| ARMSTRONG { 
| WRENCHES is 
| increasing rapidly. 
Now these finer wrenches have 
every sales advantage. 


ARMSTRONG 
Lathe Dogs 


11 Types, All Sizes. A 
world-wide reputation, 






‘ Fa 
ARMSTRONG 
“C” Clamps 
are generally rec- 
ognized = as the 
| finest made; are 
| specified where ex- 

ceeding strength is 
| imperative. 


ARMSTIANG BROS. 


PIPE 
TOOLS 








The most 
complete 
| line made. 
| Each an improved tool, many with pat- 
| ented features. 



































TURNING 


TURNING 


CARBIDE 


STELLITE 


KNURLING 


CUITING- OFF 


- 


CUTTING-OFF 





ARMSTRONG means 


More Sales in every 


li Because every ARMSTRONG line is 
ine complete, is the strong line in Quality 
Tools, each ARMSTRONG TOOL helps sell all others. 
40 years of consistent quality leadership, of unin- 
terrupted advertising, and a strict jobber policy have 
built ARMSTRONG into one of the selling names in 
industrial tools. Sell ARMSTRONG TOOLS for vol- 


ume and profit. 


ARMSTRONG BROS. TOOL CO. 


‘The Tool Holder People’ 
305 N. Francisco Ave. 


New York Sales Office: 


CHICAGO, U.S. A. 


109 Lafayette Street 
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Move the Faultloss (Uay-toPR OFITS 
wth FAULTLESS 


CASTERS FOR INDUSTRY 


IT 





should be easy for you to visualize your every day, 
every call opportunities with a line so good and so 
complete as Faultless Casters for Industry. 


The worn out casters you see on the swivel chairs 
in the buyer’s office give you a hint of the much 
greater need for caster replacements on the all- 
important material trucks out beyond the swinging 
doors in the plant proper. 


But whether it be swivel chairs or trucks or other 
equipment requiring casters, you can “fill the bill’, 
for Faultless makes the right caster for most all 
your customers’ requirements. 


It is not hard to sell casters—particularly casters 
made to the rigid efficiency standards that have 
always guided us in the manufacture of the Fault- 
less Line. 


Putting teeth into our selective distributor policy 
is personalized service for distributors entered into 
by everybody in the Faultless organization. Our 
sales force is at your command, to help you build 
Faultless Caster business in your territory. 


Write us for the fine new Faultless Caster Cata- 
log OC. Let us show you our New Simplified 
Catalog sheets for distributors’ salesmen. Ask for 
details of our selective distributor plan. 


FAULTLESS 


CASTER CORPORATION 


Factory and Executive Offices: EVANSVILLE, IND. 


Canadian Factory: STRATFORD, ONTARIO 


BOSTON 


CHICAGO 
LOS ANGELES 


GRAND RAPIDS 
NEW YORK 








ST. LOUIS 








S. L. Hall, aggressive manager of the mill 

supply department and general manager 

of Smith Brothers Hardware Company, 
Columbus, Ohio. 





New Salesmen Added by Burhans 
and Black 

E. C. Kruger, manager of the mill 
supply department of Burhans and 
Black, Incorporated, Syracuse, New 
York, has announced the addition of 
two new men in his department. 

R. E. Kempter, formerly purchas- 
ing agent for the New Process Gear 
Corporation, Syracuse, is assistant 
buyer and follow-up man. 

Fred Colibeck, formerly a sales- 
man for Haverstick & Company, 
Rochester, is covering beth city and 
country accounts. 

Mr. Kruger has inaugurated a 
series of meetings for the mill supply 
department on Friday nights from 
7:00 P. M. to 9:00 P. M. Each 
meeting is conducted by some mem- 
ber of the department. Manufactur- 
ers’ representatives are invited to 
attend. These meetings are tied in 
with the plan of concentrating on two 
lines every month. During this period 
manufacturers’ men work with the 
salesmen and samples are carried on 


each call. 
— 


Heierman Tips Adds New Line 

Heierman Tips, Incorporated, Aus- 
tin, Texas, has added leather belt 
(manufactured by Alexander Broth- 
ers) and Flexotype crimps for distri- 
bution in the Central Texas territory. 


—_—g@—_— 


Campbell Hardware Adds Lines 

John Campbell, president, Camp- 
bell Hardware Company, Seattle, 
Washington, has announced the addi- 
tion of “Nibco” fittings and “Rawl- 
plugs” to his company’s line. 
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Texas Distributor Issues New Catalog 
Biggs and Company, Wichita Falls, 
Texas, is distributing a new mill sup- 
ply catalog, the text matter of which 
covers over 350 pages. This is the 
second book issued by this company 
in the last six years. The cover is 
purple cloth printed in orange and 
black. It was printed by The Cuneo 
Catalog Service Company. 
sentatiiiasaiias 
Columbus Distributor Adds Salesman 
Albert Young has been added to 
the sales force of Plumbers and Fac- 
tory Supplies, Incorporated, Colum- 
bus, Ohio. E. O. Garrett, president, 
reports greatly improved business, the 
volume being such that the company 
is now employing twice the number 
of people as last year. 
iii 
Akron House Features Nuts In 
Window Display 
The East Akron Hardware Com- 
pany, Akron, Ohio, recently had an 
unusual window display of machine 
screw nuts ranging in size from No. 
2-64 to No. 24-16 and cold punched 
nuts from %-inch to 6-inches. The 
6-inch nut measured 8'%-inches out- 
side diameter and weighed 80-pounds. 
Its price to the customer is $15.00 
each, whereas the small machine screw 
nut measured about ;*;-inch outside 
diameter and sells for 30 cents per 
gross. 
—— 
Capen Enjoying Increased Volume 
J. J. Tierney, secretary-treasurer 
of the Capen Belting and Supply 
Company, St. Louis, Missouri, says 
the firm’s sales have incerased every 
month since March, 1933, with some 
months last year doubling the yield 
from the corresponding month in 
1932, and 1934 so far is still better. 
Sales to breweries played a strong 
part in the upturn. 
— 
Uhrich Supply Company Adds 
New Lines 
The Uhrich Supply Company, Kan- 
sas City, Missouri, has added files, 
twist drills, and emery cloth and sand 
paper to its line. 
sommniliaiaite 


New Jersey Engineering and Supply 
Company Adds New Lines 

The New Jersey Engineering and 
Supply Company, Passaic, New Jer- 
sey, has added Albany grease, Alemite 
Lubrication, Fairbanks valves and 
trucks and Graton and Knight leather 
belting to its lines. 





Chrome- Mo-lyb-de 


THE product PLUS the distributor policy make the money 
for the Jobber — and the “making’s” very good 


The best-made hollow screws on earth wouldn't be best 
for the mill supply Jobber unless sold with a Jobber policy. 
Without it, your biggest customers would be factory 
| customers. 





| 
| 
| 
| 


The soundest Jobber policy on earth wouldn't be sound 
for the hollow screw Dealer without a superior product to 
hold customers. 


Our Jobbers know that the Allen tie-up of product and 
policy is RIGHT. Obviously the reason so many Jobbers 
participate in the tie-up. .. Have you ordered your supply 
of the new Allen Catalogue with new data-charts? 


THE ALEEN Mire. COMPANY 


HarrrornD, Conn. W.$§$.A. 























Poster Threader 


NEW poster threader features many 
i improvements. Power goes direct 
from handle to head to chasers, eliminat- 
ing cocking or wobbling and pressure on 
posts. Extra-heavy, full-floating posts do 
one job—taper the thread. Chasers, held 
in place by enclosed ball-and-coil spring. 
can’t fall out. Ratchet thumb lever snaps 
into exact reverse, forward or locked po- 
sition. Arrow shows direction of pull. 
When thumb lever is set at “Locked,” 
tool becomes a solid die. Chasers are in- 
terchangeable and will fit any other make 
of post threader. It weighs only 12 
pounds and is constructed throughout of 
rust-proof material.— The Ridge Tool 
Company, Elyria, Ohio. Mitt Suppties, 
June, 1934 


Blower and Suction Cleaner 

NEW blower and_ suction cleaner 

which can be converted to an insec- 
ticide sprayer and blow torch, has just 
been announced Industrial uses are 
chiefly the cleaning of electric motors, 
generators and other delicate equipment. 
The approved type ball bearings do not 
require oiling. Frame is of aluminum. 
Various attachments are available to make 
the blower useful as a blow torch, suc- 
tion cleaner and sprayer for insecticides. 
All of the six models are equipped with 
20 feet of reinforced rubber cord and an 
armored plug Skilsaw, Incorporated, 
Chicago, Illinots. Mitt Suppries, June, 
1934 


Flexible Shaft Machine 











NEW flexible shaft machine is built 
to operate at four different speeds: 
900 for waxing, 1200 for cutting down, 
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2400 for heavy grinding and 3600 for fast 
sanding. It has a large frame and is 
equipped with an oversize 12-horsepower, 
60 cycle, 110-120-volt motor. Direct current 
or odd cycle motors can be furnished at a 
slight increase in cost. The six-foot ar- 
mored shaft is built with a frictionless 
non-metallic inner liner. Machine has a 
low center of gravity, is 36 inches in 
height and has a knock-down veight of 
125 pounds.—W ysenbeek and Staff, Incor- 
porated, Chicago, Illinois. Mitu SupPtties, 
June, 1934. 


Electric Drill 





NEW )s streamlined, '%-inch special 
F electric drill, is said by its manufac- 
turers to combine power with ease of 
handling. Motor power has been increased 
33'44% over previous models. Anti-fric- 
tion bearings are used throughout, with 
the armature and chuck spindle mounted 
on ball bearings. An entirely new switch 
handle has been incorporated. The tool, 
which weighs only 534 pounds, is equipped 
with a universal motor which is furnished 
for all voltages-—The Black and Decker 
Vanufacturing Company, Towson, Mary- 
land. Mitt Sueprtes, June, 1934. 


Tank Gauge 





























Tar Bon 

















Pom Kind ree , 


SIMPLE accurate float gauge has 
i been perfected for measuring liquid 
products in bulk storage. As shown in 
the accompanying illustration, it is com- 


posed of a non-collapsible copper float 
attached to a swivel, which, in turn, is 
attached to a 23-gauge wire passing 
through a seal union and over two alumi- 
num pulleys enclosed in weather-proof 
housings to a counterweight. To the 
counterweight is attached a stainless steel 
tape which passes on htrough a reading 
window and down into a galvanized tape 
box. Height of the liquid raises or low- 
ers the float, drawing the tape by the win- 
dow. Fasilv installed by inexperienced 
labor. Used with good success in bulk 
storage of gasoline, oils, liquors and 
water.— The Viking Pump Company, 
Cedar Falls, Iowa. Mtv Suppries, June, 
1934. 


Threadless Bronze Fittings 





HROUGH the collaboration of the 

Air Reduction Sales Company, Wal- 
worth Company and Handy and Harmon, 
a new threadless bronze pipe fitting has 
been perfected. It incorporates in each 
opening of the fitting a ring of brazing 
alloy, known to the trade as Sil-Fos. The 
job of installing consists merely of slip- 
ping the pipe into the fittings, then apply- 
ing the oxy-acetylene flame until the 
white ring appears between the pipe and 
the fitting outlet. The Sil-Fos flows out 
between the fitting and the pipe in both 
directions from the ring. There is suf- 
ficient Sil-Fos to make two complete 
joints so that it is possible to remove the 
fitting and apply it to another application 
by repeating the original operation. Clog- 
ging of the line is prevented by the incor- 
poration of brazing alloy in the fitting and 
the selection of the proper alloy is assured. 
maha gg Company, New York, New 

York. Mitt Suppwies, June, 1924. 


Dial Gauge 


NEW dial gauge, graduated to .001- 

inch and equipped with jewelled 
bearings, has been designed especially for 
use on new dial test indicators ot the 
super-rigid post type made by the same 
manufacturer. Its use is necessary where 
inspection and testing are held to a finer 
degree of accuracy than is possible with 
dial gauges reading in thousandths. Jew- 
elled bearings insure smooth, even action 
and longer life. Point of the gauge is 
removable and points of different forms 
and lengths can be used. Dial face may 
be turned to bring zero under index 
pointer. Dial is 2-7/32 inches in diameter 
and has a .020-inch spindle movement.— 
Brown and Sharpe Manufacturing Com- 
pany, Providence, Rhode Island. Miu 
Supp ies, June, 1934. 
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98.3% 


GREATER TENSILE STRENGTH 
BY HAMMERING METHOD 





10 IMPORTANT MANUFACTURING STEPS 


1. The Bar of High Speed Steel 4. Completed Drop Forging 7. Side Teeth Milled 

2. First Upsetting Operation 5. Turned and Bored 8. Heat Treated 

3. Blanked Out—Ready for Die 6. Periphery Teeth Mille 9. Sand Blasted—Ready for Grinding 
1 


0. After Grinding—The Finished PARABOLIC Milling Cutter 


Modern "NATIONAL" methods of processing have achieved this 
startling increase in Tensile Strength as compared with conventional 
methods. 


Each Item in this Complete Line of Small Tools can show similar 
improvements. 





TWIST DRILLS - REAMERS- HOBS: MILLING CUTTERS): SPECIAL TOOLS 


NATIONAL TWIST DRILL € TOOL COMPANY 


DETROIT, U.S.A. 





Tap & Die Division 
WINTER BROS. CO., WRENTHAM, MASS. 




















Who Was Who at Cincinnati 


A\prASIVE MACHINERY SUPPLY 
CO., Newark, N. J.,H. A. Dayer 

ADVANCE CAR MOVER CO., Appleton, 
Wis., W. L. Reinke 

ALABAMA MACHINERY & SUPPLY 
CO., Montgomery, Ala., W. W. Doe 

ALAMO IRON WORKS, San Antonio, 
Texas, J. C. Cowan 

ALEXANDER BROS., INC., Philadel- 
phia, Pa., H. G. Watson, J. Allen Machin 

ALLEN, W. D., MFG. CO., Chicago, III, 
E. S. Boone 

ALLEN MFG. CO., Hartford, Conn., A 
R. Jamison, N. B. Steketee, W. C-. 
Waldo, Carl J. Meister 

ALLIS-CHALMERS MFG. CO., Milwau- 
kee, Wis., Stanley J. Retzlaff 

ALUMINUM INDUSTRIES, INC., Cin- 
cinnati, Ohio, A. B. Anderson 

AMERICAN CHAIN CO., Bridgeport, 
Conn., O. R. McDonald 

AMERICAN MACHINIST, New York, 
W. E. Kennedy 

AMERICAN PULL EY CO., Philadelphia, 
Pa., Charles E. Brinley 

AMERICAN SWISS FILE & TOOL CO., 
Elizabeth, N. J., F. E. Shurts 

APPLETON-ATLAS CAR MOVER 
CORP., Appleton, Wis., Allen J. Hoff- 


mann 

ARMSTRONG-BL * a CO., Chi- 
cago, Ill., Harry J. B 

ARMSTRONG Bros. "TOOL CO., Chi- 
cago, Ill., Lennox Armstrong, Horace 
Armstrong 

ATKINS, E. C. CO., Indianapolis, Ind., H. 
C. Atkins, K. W. Atkins, M. W. Dallas, 
B. L. Owens, E. S. Norvell, N. A. Glad- 
ding 


Baxxs-mi . ER SUPPLY Cco., Hunt- 
ington, W. Va., James H. Barry 
BARNES co, INC., W. ra Detroit, 
Mich., W. O. Barnes, 'C. B. Cecil 
BARRETT-CHRISTIE CO., Chicago, IIl., 
James G. Christie 
Mans- 


BAY STATE TAP & DIE CO.,, 
field, Ohio, C. A. Leisk 

BEALS McCARTHY & ROGERS, INC., 
Buffalo, N. Y., A. B. Paull 

BECKLEY HARDWARE & SUPPLY 
CO., Beckley, W. Va., C. A. Bibbs, E. E. 


ibb 

BEHR-MANNING CORP., orem Fa 
L. S. Greenleaf, Jr., H. S. Mee 

BELMONT PACKING & RU IBBE R 
CO., Philadelphia, Pa., O. W. Wagner, 
J. F. Clark, G. C. Gillies 

BENSON, L. A., CO., INC., Baltimore, 
Md., W. L. Reynolds 

BETHLEHEM STEEL CO., Atlanta, Ga., 
J. E. McQueen 

BILLINGS & SPENCER CO., Hartford, 
Conn., Horace H. Cleveland 

BINGHAM TOOL & SUPPLY CO., Cin- 
cinnati, Ohio, R. M. Bingham 

BLACK & DECKER MFG. CO., Towson, 
Md., S. D. Black, R. D. Black 

BLUEFIELD HARDWARE CO., Blue- 
field, W. Va., E. R. Burks 

BLUEFIELD SUPPLY CO., Bluefield, 
W. Va., W. L. Thornton 

BOTFIELD REFRACTORIES’ CO.,, 
Philadelphia, Pa., A. H. Engstrom 

BOND, CHARLES, CO., Philadelphia, 
Pa., C. C. Bond 

BOND FOUNDRY MACHINE CO.,, 
Manheim, Pa., M. T. Williams, L. T 
Williams, O. Stangland 
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BONNEY FORGE & TOOL WORKS, 
Allentown, Pa., F. S. Durham 

BOSTON WOVEN HOSE & RUBBER 
CO., Boston, Mass., H. J. Behr 

BOYER-CAMPBELL CO., Detroit, 
Mich., A. R. Smith 

BRIGGS WEAVER MACHINERY 
CO., Dallas, Texas, J. B. Dale, W. C. 
Jasch ob 

BROWN- rege? oe CO., Alex- 
andria, La., J. L. 

BROWN & SH ARPE MEG. CO., Provi- 
dence, R. I., C. W. Machon 

BRUCE ROGERS CO., Ft. Smith, Ark., 
D. G. Rogers 

BUFF ‘ALO. BOLT CO., N. Tonawanda, 
N. Y., W. M. Brezette 

BUTTS HARDWARE CO., Boston, 
Mass., F. M. Butts 


Canton SUPPLY CO., Canton, Ohio, 
R. P. Christian 

CAPITOL CITY SUPPLY CO., Charles- 
ton, S. C., E. Howell 

CAREY MACHINERY & SUPPLY CO., 
Baltimore, Md., G. C. Carey 

CAVANAUGH CO., Youngstown, Ohio, 
R. R. Seckler 

CENTRAL RUBBER & SUPPLY CO., 
Indianapolis, Ind., J. H. Ruddell 

CHASE PARKER CO., Boston, Mass., 
G. A. H. Perry 

CHICAGO BELTING CO., Chicago, Iil., 
E. H. Ball, A. J. Weis 

CHICAGO PULLEY & SHAFTING CO., 
Chicago, IIl., S. H. Ellicson 

CHICAGO SCREW CO., Chicago, IIl., 
A. L. Evans 

CHRISTIE-FREY CO., Los Angeles, Cal., 
W. J. Frey 

CINCINNATI ELECTRICAL TOOL 
CO., Cincinnati, Ohio, C. E. Hahn 

CINCINN ATI RUBBER MFG. CO.,, 

Cincinnati, Ohio, L. P. Darnell 





A group meeting on electric tools. Left to 

right: L. M. Knouse, Stanley Electric Tool 

Company; Neil C. Hurley, Jr., Independent 

Pneumatic Tool Company; and S. Duncan 

Black, Black and Decker Manufacturing 
Company. 


CINCINNATI TOOL CO., 
Ohio, J. A. Gardner 

CLARK, JAMES, JR., ELECTRIC CO., 
Louisville, Ky., Z ‘Clark, jr. James 
Clark 

CLAYTON MARK & CO., Chicago, IIl., 
D. S. James 

CLEVELAND CAP SCREW CO., Cleve- 
land, Ohio, W. G. Uhler 

CLEVELAND FILE CO., Cleveland, 
Ohio, A. A. Murfey, J. D. Nicklis 

CLEVELAND TOOL & SUPPLY CO., 
Cleveland, Ohio, F. C. Wittich, H. E. 
Ruhf 

CLEVELAND TWIST DRILL CO, 
Cleveland, Ohio, W. C. Weidig, H. Puck- 
habor, W. E. Caldwell, H. Bokram, 
H. P. Jenson 

CLING-SURFACE CO., Buffalo, N. Y., 
G. N. Parker, C. G. Gessner, W. D. 
Young 

CLIPPER BELT LACER CO., Grand 
Rapids, Mich., W. K. Lee, P. J. Edwards 

COFFING HOIST CO., Danville, Il. 
H. Woolley 

COLCORD- WRIGHT M ge aad & 
SUPPLY CO., St. Louis, Mo., H. 
Carter 

ONIAL SUPPLY CO., Pittsburgh, 

, C. T. Haller 

onan MBIAN VISE & MFG. CO., Cleve- 
land, Ohio, H. F. Seymour, A. F. Mun- 
hall, D. C. Swander 

COLUMBUS BOLT WORKS CO,; Co- 
lumbus, Ohio, C. W. Clark 

COLUMBUS IRON WORKS, Columbus, 
Ga., M. G. Murray, Jr. 

COLUMBUS McKINNON CHAIN CO., 
Tonawanda, N. Y., D. S. Brisbin, E. J. 
Byrne 

CORNING GLASS WORKS, Corning, 

. C. Decker 

ou WED CATALOG SERVICE CO., 
Chicago, Ill., P. J. Weinberg 

CUSHMAN-CHUCK CO., Hartford, 
Conn., H. W. Hultgren 

CUTLER, WOOD & SANDERSON CO., 
Cambridge, Mass., W. T. Ryan 


Cincinnati, 


Danser MFG. & SUPPLY CO., Wes- 
ton, W. Va., W. J. Ballard 

DELTA FILE WORKS, Philadelphia, 
Pe.. A. lL. Beow, F. P. Green, G. F 
Hornberg er 

DELTA MEG. CO., Milwaukee, Wis., 
H. E. Tautz 

DEVOU, V. N., SUPPLY CO., Cincin- 
nati, Ohio, A. O. Schulze 

DESMOND-STEPHAN MFG. CO., Ur- 
bana, Ohio, G. McConnell, R. S. McCon- 
nell 

DICK, R. & J., CO., INC., Passaic, N. J., 
S. A. Pardee, G. E. Zimmerman 

DILLON SUPPLY CO., Raleigh, N. C., 
G. L. Dillon 

DILWORTH, J. E., CO., Memphis, Tenn., 
J. E. Dilworth 

DISSTON, HENRY, & SONS, INC.,, 
Philadelphia, Rt W. D. Disston, J. S. 
Disston, W. Gebhart, D. W. Jenkins 

DODGE MFG. FCORE: Mishawaka, Ind., 
E. S. Grant, F. T. O'Hara, C. 1. Beebe 

DOERMANN ROEHRER, Cincinnati, 
Ohio, C. Bird, A. F. Tieman 

DONNELLEY, R. R., & SONS CO., Chi- 
cago, Ill., F. M. Willis, E. B. Callahan, 
W. W. Gurr 
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FRE SPIRIT Gs 
ACHIEVEMENT 


same spirit of achievement 
force of electricity . . . 


All the electric power we need with the mere 
turning of a switch. So perfect is the vast 
equipment that makes it possible, seldom do 
we give it a thought. And so perfectly keyed 
to the task are Thermoid products that perfect 
functioning for their entire long life may be 
taken for granted without question. 


A Thermoid belt, or hose, or packing is a triumph 
of modern engineering. Like the dynamo, each 
one is a scientific development. Each one is 
“engineered” to its particular job, of the exact 
materials proved by experience to be the best. 


THERMOID RUBBER CO. 
Factories and Main Offices 
TRENTON, NEW JERSEY 


Thermoid products 
are engineered with the 
that has harnessed the great 


Each one is skillfully made with a first-hand 
knowledge of the uses to which it will be put. 
As industry has progressed, so have Thermoid 
products progressed—and been perfected. Let 
the name THERMOID assist you in the achieve- 
ment of your individual aims. Buy by that 
quality mark! 


And remember these two facts: The Thermoid 
line carries a worth while margin of profit 
and is backed by a liberal jobber policy. 


hermoi 


BELTING 
HOSE AND PACKINGS 











Frank Green, batting for “Uncle Joe” Hottel, entertained Delta File distributors 


at dinner. 


Those seated, left to right, are: F. R. Kirkby, Arthur L. Brow, P. R. 


Ridings, Harry Casper, A. B. Paull, R. E. Pearsall, Fred H. Page, R. C. Duncan, 


E. N. Wirthlin and G. A. Mann. 


Standing: George F. Hornberger, J. G. 


Christie, Frank P. Green, W. L. Reynolds, E. L. Housh, A. J. Sparks, Harry 
C. Behr, J. H. Ruddell, L. H. Gorton and George F. R. Bahnson. 


DUCOss. W..c. €o. ENC, 
Mich., W. C. Ducomb 

DUMORE CO., Racine, Wis., L. B 
tine 

DUNCAN, R. C., CO 
R. C. Duncan 


E ac iLE MFG. CO., Wellsburg, W. 
E. I. Fleming, J. A. Jacob 


ELECTRIC HOSE & RUBBER CO., 
Wilmington, Del., T. H. Deardorff 

EMPIRE MACHINERY & SUPPLY 
CO., Norfolk, V’a., W. L. Graham 


EVANSVILLE 
ville, Ind., F. J. Hotacker 


- 
I ACTORY, MANAGEMENT & MAIN- 


TENANCE, New York, J. P. Newman, 


A. E. Staehle 


FAFNIR BEARING CO., New Britain, 
Conn., R. M. Page, S. M. Prior, C. F. 


Stanley 
FAIRBANKS CO., New York, J. A 
Cleary, G. J. Humphre: ys 


F AIRMOU NT SUPPLY CO., Fairmount, 


W. Z. B. Hampton 


PARQUIIAR MACHINE CO., Jackson- 


ville, Fla., L. tT. Larzelere 


F AU He i BO — CASTER CORP., Evans- 
Isham, Clarence Noel- 


ville, Ind., # 


ting 


FERRY CAP & SCREW CO., Cleveland, 


Ohio, H. A. Hall, H. D. North 


FLEXIBLE STEEL LACING CO., Chi- 
M. Creswell, 


cago, Ill., H. J. Beach, W 
G. W. Gramer, W. B. Paulson 


FORT WAYNE PIPE & SUPPLY CO., 


Ft. Wayne, Ind., J}. H. Schroeder 
FRANK FERDINAND, INC.,, 
Mass., R. H. Welton 
FULTON SUPPLY CO., 
G. Winship 


G ALIGHER CO., Salt Lake City, Utah, 


J. T. Potts 


GARY SCREW & BOLT CO., Pittsburgh, 


ra. . Robinson 


GASTONIA MILL SUPPLY CO., Gas- 
Anderson, E. L. 


tonia, N. C., W. D. 
Lewi 1s 


GENERAL RE 4 R. es CO., Phil- 


adelphia, Pa., I'schirky 
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Detroit, 
3. Augus- 


, Minneapolis, Minn., 


Sl IPPLY CC dr, Evans- 


Boston, 


Atlanta, Ga., 


GILMER, L. H., CO., Philadelphia, Pa., 
M. R. Oberholzer 

GOODRICH, B. F., CO., Akron, Ohio, 
C. F. Conner, R. McPeake, A. W. Doran 

GOODYEAR TIRE & RUBBER CO., 
Akron, Ohio, J. P. Joslyn, H. E. Langdon 

ig ig hoa CO., Louisville, Ky., 
.. B. Graft 

GE, rN - . YN & KNIGHT, Worcester, Mass., 
_ Drayton 

GRE AT LAKES SUPPLY CO., Chicago, 
Iil., C. A. Channon 

GREENE, TWEED & CO., New York, 
F. J. Hill 

GREENFIELD TAPE 
Greenfield, Mass., \W 
Ziegler 


& DIE CORP., 
’. B. DuMont, C. C. 


Hansen & YORKE, New York, N. Y.., 
Arthur Yorke 

HARDWARE AGE, Cleveland, Ohio, 
W. J. Feddery, C. J. Heale, G. W. Grif- 
fiths 

HARDWARE & SUPPLY CO., Akron, 
Ohio, H. H. Kuhn 

HARRINGTON CO., Philadelphia, Pa., 
|. E. Bauer, A. M. Hz irrington 

HARRIS, SAMUEL, & CO., Chicago, IIL, 
W. H. Clark 

HELLER BROS. CO., 
F. H. Stout 

HENDRIE & BOLTHOFF MILL & 
SUPPLY CO., Denver, Col., W. G. 
Tripp, H. V. Waterman 

HEW M4 ['T RUBBER CORP., Buffalo, 
N J. H. Hayden, T. Robins, Jr. 

HIB B ARD, SPENCER, BARTLETT 
CO., Chicago, Ill, C. K. Gartner 

H¢ )LLIDAY, W. T., & CO., Indianapolis, 
Ind., G. L. Stalker, C. H. Bradley 

HOLLIS & CO., Little Rock, Ark., J. I 
Hollis 

HOLO-KROME SCREW CORP., Hart- 
ford, Conn., W. H. Purtell, W. C. 
Stauble 

HOME 


Newark, N. J., 


RUBBER CO., 
A. H. Sommers 

HOMESTE ie ALVE MFG. CO., Cora- 
opolts, Pa., A. J. Pugh 

HOUSH INDUSTRIAL 
INC., Ez er “a _Ind., E. L. Housh 

HUBBARD, G. HARDWARE CO., 
Flint, Mich., un Y White, Oliver Seng- 
laub 


SUPPLIES, 


Trenton, N. J., 


HYMAN SUPPLY CO., 


Wilmington, 
N.C., C. M. Harrington 


[\pEPENDENT PNEUMATIC TOOL 
CO., Chicago, Iil., N. C. Hurley, Jr., 
J. H. Hill 

INDIANAPOLIS BELTING SUPPLY 
CO., Indianapolis, Ind., G. Bockstahler 

INDIANAPOLIS BRUSH & BROOM 


MFG. CO., Indianapolis, Ind., Ray C. 
Roberts 
INDUSTRIAL SUPPLY CO., Dayton, 


Ohio, A. Trangenstein 
INDUSTRIAL SUPPLY CO., INC.,, 
Memphis, Tenn., R. R. Van Dyke, Jr. 


J AC OBS MFG. CO., dartford, Conn., 
L. McCarthy 

JAMES SUPPLY €O. 
Tenn., F. C. Bickers 

JENKINS BROS., New York, Farnham 
Yardley 

JOHNSON BRONZE CO., New Castle, 
Pa., Roy Clarke, E. J. Sullivan, Lee 
3erthold 

JOHNSON & JOHNSON, New Bruns- 
wick, N. J., W. E. Meyers 

JOHNSTON, W. T. CO., Cinctniiati, Ohio, 
H. H. Johnston 

JONES, W. A.. FOUNDRY & MA- 
CHINE CO., Chicago, IIl., WW. H. Os- 
tring, A. P. Strong 


Chattanooga, 


Kent MACHINE CO., Cuyahoga Falls, 
Ohio, H. P. Dov 

KEYSTONE LUBRICATING CO., Phil- 
adelphia, Pa., H. H. Buzby 

KIEFABER, W. H., CO., Dayton, Ohio, 
W. H. Kiefaber 

KINSEY, E. A. CO., Cincinnati, Ohio, 
E. B. Andrews, W. J. Radcliffe, Russell 
Easton 

KIRKBY MACHINE & SUPPLY CO., 
Toledo, Ohio, F. R. Kirkby 

KLINGER-DILLS CO., Dayton, Ohio, 
R. W. Klinger 


Lamson & SESSIONS CO., Cleve- 
land, Ohio, H. P. Ladds 

LESCHEN, A. & SONS ROPE CO., St 
Louis, Mo., C. R. Dean 

LEWIS SUPPLY CO., Memphis, Tenn., 
T. W. Lewis 

LINEAR PACKING & RUBBER CO., 
Philadelphia, Pa., F. A. Lewis, A. W. 
Swartz 

LINK BELT CO., 
R. S. Dyson 

LOGAN HARDWARE & SUPPLY CO., 
Logan, W. Va., C. England 

LOUISVILLE SANITARY WIPERS 
CO., Louisville, Ky., D. H. Silverstein 

LUNKENHEIMER CO, Cincinnati, Ohio, 
D. C. Jones, H. A. Burdorf, Fred B urling 


Indianapolis, Ind., 


M acutxe TOOL & SUPPLY CO., 
Tulsa, Okla., L. H. Gorton 
MAC-IT PARTS CO., Lancaster, Pa., 
B. A. Rogers 
MADDOCK & CO.,, 
>. G. Maddock 
MANHATTAN RUBBER MFG. DIVI- 
SION, Passaic, N. J., C. H. Bauer 
MANLEY PRODUCTS CORP., York, 
Pa., Morrow Applegate 
MANNING, MAXWELL 
New York, J. R. Kellev 
MASON-NEILAN REGULATOR CO., 
Boston, Mass., F. A. Morrison, G. B. 


Allen 
McCLUNG, C. M. & CO, Knoxville, 
Tenn., N. J. C. Lester 
(Continued on page 65) 
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WESTERN 


MACHINERY | 
STEEL WORLD 





-HE WANTS TO BUY MORSE TOOLS 


You can’t find a man in the metal working Month after month the consistent advertis- 


industry who isn’t constantly having the 
story of MORSE Tools brought home to him. 


Among the men in the shop there’s a 
deeply rooted conviction that they get the 
best results with MORSE Tools. 


Among production executives there is the 
unquestioned testimony of tests and records 
which conclusively prove that MORSE Tools 
DO lower production costs. 


ing of MORSE Tools keeps pounding home 
the truth about the value which is to be found 
in MORSE Tools. MORSE Distributors 
everywhere are being helped in this way. 


INI OR 





TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD 


New York Store: 92 Lafayette Street 
Chicago Store: 570 West Randolph Street 


-_ s = MASS., U. Ss. A. 





THE MORSE LINE INCLUDES - HIGH SPEED and CARBON: CUTTERS - TAPS and DIES - REAMERS - DRILLS 
SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 
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BRAK 


UNBRAKo" 





Fig. 230 Fig. 711 
Fig. 732 “UNBRAKO” “UNBRAKO” Fig. 723 
“UNBRAKO” Socket Head Socket Head “UNBRAKO” 
Hollow Set Screw Cap Screw Stripper Bolts Hollow Pipe Plugs 


281,500 lbs. per sq. inch—is the tensile strength that has been 
recorded for “Unbrako” Screws—almost unbelievable, but there 
it is. Free samples for doubting Thomases. 


GET “UNBRAKO” BULLETIN 


“HALLOWELL” 


Pat'd and Pat's Pend’g 





Fig. 732—‘“Hallowell” Steel 
Work-Bench 


with shelf below for addi conveni 

Strong, rigid, with one-piece, smooth steel 

Seat, Adjustable top, easy to keep clean. Shipped from stock, Steel Revolving Stool, 
Hinged Back knocked down. Drawer not included, Wood Seat, Foot Rest 


Get “Hallowell” Steel Shop-Equipment, Steel Stool and Chair Bulletins 


“PIONEER” 


as AFT 


Pat. Applied For Pat. Applied For 


Fig. 1249 
“HALLOWELL” 
Steel Stool, Wood 





Fig. 1267 
“HALLOWELL” 






Fig. 300—‘“‘Pioneer”’ Steel Shaft Hanger 
The “Pioneer”, the original Shaft Hanger of Steel; revolutionized 
Shaft Hangers; only steel Hangers with integral feet. Millions 
in use the world over. 


GET OUR TRANSMISSION BULLETIN 


STANDARD PRESSED STEEL CO. 











BRANCHES BRANCHES 
Boston JENKINTOWN, PENNA. new Vvonn 
DETROIT BOX 519 ST.Lovis 














T. J. O’Rourke, sales manager of the Gen- 

eral Machinery and Supply Company, San 

Francisco, is busily engaged in checking 

salesmen’s reports. Incidentally, they show 
a pleasing increase in volume. 








Harry P. Leu Adds Lines 
| Harry P. Leu, Incorporated, Or- 
| lando, Florida, has added the follow- 
| ing lines of merchandise to its stock: 
| Cling- Surface belt preservative, 
| Blackhawk jacks, Browning Grip 
Belt V-pulleys, Red Jacket water 
pumps, Darnell casters and wheels, 
Alemite lubricating devices and Du- 
more electrical tools. 


——@——_ 


Four New Lines for Lancaster House 

Reilly Brothers and Raub, Lan- 
caster, Pennsylvania, is now distribut- 
ing Johnson finished bronze bars, 
Keystone greases, Wizard belt dress- 
ing and Totalite paint, according to in- 
formation received from Richard H. 
Barr. 


—_——.@—__——. 


Fuller Supply Increases Lines 

The Fuller Supply Company, 
Grand Rapids, Michigan, has recently 
added the lines of the Torchweld 
Equipment Company, the Safety 
Grinding Wheel and Machine Com- 
pany and the Linde Air Products 
Company. 


——— 


McNeal Machinery Company 
Adds New Line 
The McNeal Machinery Company, 
Joplin, Missouri, has announced the 
addition of The Ohio Valley grip belt 
pulleys to its line. 


a 


Barde Steel Adds Lines 
The Barde Steel Company, Seattle, 
| Washington, is now distributing “En- 
| duro” stainless steel and “Globe” 
' seamless boiler tubes. 
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April Construction Less 


Contracts let during April for all 
classes of construction showed a de- 
cline of about 25% from the March 
volume according to F. W. Dodge 
Corporation. The current total, 
however, was more than twice as 
large as the total shown for April, 
1933. The April contract volume for 
the 37 eastern states amounted to 
$131,413,800 as against $178,345,800 
for March and only $56,573,000 for 
April of last year. 

For the elapsed months of 1934 
construction awards totaled $592,- 
939,600 as against $252,599,800 for 
the corresponding four months of 
1933. Gains over 1933 were shown 
in the totals for 1934 to date in each 
of the four major construction 
classes; about 80 millions in non- 
residential types, about 21 millions 
in residential buildings, more than 
200 millions in public works, and 
about 33 millions in public utilities. 

— ee 
New Lines for Chattanooga Belting 


G. A. Anderson, president, Chatta- 
nooga Belting and Supply Company, 
Chattanooga, Tennessee, has an- 
nounced the addition of Autovent 
fans and blowers and the Johnson 
Bronze Company’s Universal bars 
and bushings to the lines regularly 
handled by his company. 


——_—_—<>———_—__ 


Peerless Handling American Asphalt 
Line 

The line of paints manufactured by 
the American Asphalt Paint Com- 
pany, Chicago, is now being dis- 
tributed by the Peerless Mill Supply 
Company, Incorporated, Buffalo, 
New York. 

‘cituieeliiliscandon 


Burhans and Black Adds Lines 

















Johnson’s Traffic Wax, Hewitt rub- | 
ber goods and metric packings, Fair- .| 
banks valves and the products of the | 


Scoville Manufacturing Company are 
being distributed by Burhans and 


Black, Incorporated, Syracuse, New | 


York, 
———g—_—__ 


Johnson Barker Company 
Adds New Line 


Johnson Barker Company, Nashua, 
New Hampshire, has added a full line 
of Valdura Paints, manufactured by 
the American Asphalt Paint Com- 
pany, Chicago, Illinois, 





IN 1902 


THE ist 
“TOLEDO”’ 
CATALOGUE: 


a small 8-page pamphlet—showed only four “TOLEDO” tools, 
the pioneers among so-called easy operating pipe threaders. 
Today in 1934, the 14th “TOLEDO” catalogue contains over 
100 pages showing 60 different “TOLEDO” tools and pipe 
machines, the most complete line on the market. 


Both catalogues show “TOLEDO” No. 1 and No. 1A, 1” to 2” 
threading devices, and during all these 32 years, these two tools 
with slight changes, have proven the most popular of all 
threading tools. 


The “TOLEDO” die receding principle which eliminates fric- 
tion in cutting and produces smooth perfectly tapered threads 
with minimum working parts has never been improved upon. 
As in 1902, ““‘TOLEDO” is the leading line of pipe tools. The 
very fact that “TOLEDOS” have been, and are today, repeat- 
edly imitated, is the sincerest form of flattery. 


Write today for a copy of the new 1934 catalogue. 


"TOLEDO" 





When Better Tools Are Bullt “Toledo” Will Bulld Them 


THE TOLEDO PIPE THREADING 
MACHINE COMPANY 


TOLEDO, OHIO New York Office, 72 Lafayette St. 














‘Toledo’ No. 1A 
Ratehet Threader ol 

















popular 








=p 0 6 G vo ar 


to 


most 
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These Products 
Have No Sales 
Resistance 


Build Profits and Good 
Will with Dependable 
Taylor Chain and Fittings 





Sixty-one years of outstanding 
service to industry have estab- 
lished an acceptance for Taylor 
Made Chain and Fittings that 
make your selling job easier 
and more resultful. 


Ask for our complete merchan- 
dising set-up. Let us point out 
your opportunities for profits 
with Taylor Made Products. 


S.G.TAYLOR CHAIN CO. 


BOX 1297-x 
HAMMOND, IND. 
“BEST BY TEST SINCE 1873” 











| Four New Lines for Lancaster House | 
Reilly Brothers and Raub, Lan-| 
caster, Pennsylvania, is now distribut- | 


ing Johnson finished bronze bars, 


| Keystone greases, Wizard belt dress- | 


| ing and Totalite paint. 
a 


Fuller Supply Increases Lines 
The Fuller Supply Company, 


| Grand Rapids, Michigan, has recently | 


|added the lines of the Torchweld 
| Equipment Company, the Safety 
Grinding Wheel and Machine Com- 


pany and the Linde Air Products | 


| Company. 


ee ee 
Tennessee Mill and Mine Supply 
Company Adds New Lines 
The Tennessee Mill and Mine Sup- 
ply Company, Knoxville, Tennessee, 
has added Valdura industrial paint 
and Keystone grease to its line. 





Now Distributors Have More 


Incentive to Sell 
(Continued from page 32) 





enjoy a distributor’s discount. This 
is certain to put competition on a 
more equitable basis. 

The sum total of the distributor’s 
change in attitude toward the manu- 


facturer is that we are now thinking | 


of our obligations to him rather than 
dwelling on his obligations to us. We 


realize that only by dint of hard work, | 
unexcelled service and concentrated | 


selling can we establish an apprecia- 
tion of the distributor’s function. 
There were times during the past 
few years when distributors had oc- 
casion to doubt the infallibility of the 
old laws of hard work, service, and 
salesmanship, but within the last few 
months this has been changed. 





Selling a Line of Refractories 
(Continued from page 27) 





| splits, soaps, arches 
that past 
indicate would be about right. Then 


add the comparative 


wedges and 


amounts of 





orders of the customers | 


high temperature cements and _ fire- | 


clay, if the latter is to be stocked. 


This, of course, would not apply in a | 
steel city, or in a district where there | 


is a preponderance of cement plants, 
or where oil refining is the major in- 
dustry. 


Sut even a green salesman, 


working in any of these localities, can | 
| very soon determine, if he makes a| 


| side study of the smaller places, about 
what he is going to require in the 
| way of an all-purpose stock. 


Don't Get 
anak! Shorts 


fel? Malate! 


r stock 


n other words 

¥ STE AE pe 
|: To} & 8 

Agricultural Key 

Aluminum lag 

Automobi e Lown Mc 

Bed 

Bicycle 

Blank 

Body 

Brass 

Cant Hook 

Carriage 


Center 


Charis 


RIVETS 


Cone Head 
Countersunk Head 
Felloe 
Fiat Head 
Oval Head 
SCREWS 

Cop Piano 
Coach Set 
Collar Special 
STUDS - WASHERS 

Brass, Iron and Steel 


Write for Catalog 
os WN > 1. -1: 10) 10) Som 


CHARLES STREET 
Milldale. Conn. 
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W. John Frey, president, Christie-Frey Com- 

pany, Los Angeles, California, on the rail- 

road platform at Harrisburg, Pennsylvania. 

Mr. Frey was on his way east after attending 
the convention in Cincinnati. 








Convention Sidelights 
(Continued from page 23) _ 





there was no time left for discussion. 
It’s too bad that convention programs 
can’t be arranged so as to give ample 
time for an open exchange of ideas 
on such subjects. 
Up Jumped a Fire 
Extinguisher 

@ “HANDSOME Dan” McMahon, 
of the Quigley Company was right 
on deck when he heard the “fire 
sirens.” He became so engrossed in 


the early morning proceedings of the | 
that he nearly had the | 


“fire fighters” 
wind knocked out of him when he 
collided with.a fire extinguisher. 


A New Use for Bald Heads 
BEFRANK Hill, Greene - Tweed 
Company, New York, was seen count- 
ing the bald-headed men in attend- 
ance at the convention. It is reported 
he was seeking a new model for his 
company’s hammer advertising. 


“Charlie and Pete” 


@ THE “tall and short” prize of the | 


convention went to The W. M. Pat- 
tison Company, Cleveland. Charlie 
Pattison doesn’t have to “look up” to 
many people, 
to get himself up on a chair in con- 
vention meetings to make himself 
seen as well as heard. 


Back in Action 
® HES Kuhn, Hardware and Sup- 
ply Company, Akron, was active 
again at this year’s meeting. It will 
be remembered he was unable to get 
to the meeting in Washington last 
fall because of his work on a com- 
mittee to aid in reopening one of the 


while Pete Boylan has | 














Itt} 


ELECTRIC TOOLS 


THERE MUST BE 
A REASON 





Why More Than 300 Leading 


Distributors Have CHANGED To 
Selling THOR Tools In The Past 
Three Years. 


The Reasons For This Definite 
Swing To THOR Are To Be 
Found In The Increased Sales 
That Are Possible Under 
THOR’S Policy Of Restricted 
Distribution .. And The Quality 
And Size Of The Line, Which 
For The Mill Supply Trade 
Today Is The Most Complete 
Of Any Manufactured. 


Our New Catalogue Is Just Off The 
Press. We Would Like You To Have 
One For Your Use. Write Us For It. 


INDEPENDENT PNEUMATIC TOOL CO. 


TOOLMAKERS SINCE 1893 
600 West Jackson Blvd. 
CHICAGO, ILL. 


NEW YORK » BIRMINGHAM » SAN FRANCISCO 
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Tuese © Worns 
Seu Quinevs Too 


"Ask the man who owns one,” 
are the 6 well-known words used 
by a great automotive manu- 
facturer as his final sales argu- 
ment. 


Quincy, also, puts that extra 
quality in its products which 
makes the statements of users 
its best recommendation. Re- 
sult—a steadily climbing sales 
curve, paralleled by steadily 
climbing profits to distributors. 


Quincy Air Engineering Service, 
and the Quincy Distributors 
Policy, are additional features 
which make Quincy Compres- 
sors outstanding. 


MODEL WWD—VPW ater 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 










MODEL WWC — Water 
Cooled Duplex, with pres- 
sure lubrication. Com- 
pletely automatic includ. 
ing all controls. 


QUINCY COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILLINOIS 
208 W. Wacker Drive, Chicago, Illinois 
30 Church Street New York, New York 


Compressors 

















|@ AS tokens of appreciation for serv- 
| ice to their associations, Hal Sey- 





local banks. Last fall’s convention 
was the first Hes had missed in many 
years. 


The Puchtas Were There 
@ THE dean of the supply industry, 
George Puchta, attended several of 
the meetings. He was called on to 
address one of the joint meetings and 
responded as only he can. 

Larry Puchta also was at some of 
the meetings. It’s reported that Larry 
is running for a seat in the Ohio State 
Legislature. It won’t be long now 
until we'll be addressing Larry as 
Congressman Puchta. 


““Here’s to You” 

@ THE Cocktail rooms at the Neth- 
erlands-Plaza did a rushing busienss. 
It seemed strange to see the conven- 
tionites doing their “hoisting” out in 
the open. As is always the case, 
however, because liquor has been 
legalized, there was less drinking than 
in former years. 


Write Your Own Ticket 

@ THE new supply house of “Whit- 
tel and Chizzel” was given a royal 
reception by the conventionites. The 
high-pressure officers of the newly 
formed corporation, I. Whittel (Carl 
Channon) and U. Chizzel (Charlie 
Gartner), explained their policy of 
“write your own ticket” to anyone 
who would listen and a number who 
wouldn’t listen. A new officer was 
taken into the company at the conven- 
tion, Mark M. Down (Alvin Smith). 
His job is to handle the sale of the 
1,000,050 shares of stock. He reports 
sales have been going so big that he 
is seeking an additional million 
shares. 


“Tick, Tock” 


mour and Harry Ruhf of the Ameri- 
can and National Associations were 
given beautiful wrist watches. 
There’s no excuse for being late to 
work now, boys. 








Manning, Maxwell and Moore 


Industrial Exhibit 
(Continued from page 34) 








space were devoted to the exhibit, the 
space being roughly 100-feet by 50- 
feet. 

The possibility afforded by exhibits 
of this kind to demonstrate products, 
to meet men who are factors in the 
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The NEW 


WRIGHT 


| = bhopstrey ol -1-Fe1 
Chain Hoist 
e 
21 Points of Superiority 
« 
Write for descriptive 
catalogtoday... 
® 
WRIGHT MANUFACTURING 


DIVISION OF AMERICAN 
CHAIN CO.,Inc.. YORK, PA. 
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purchase of industrial supplies and 
equipment and to give manufacturers’ 
representatives an opportunity to con- 
tact the distributor’s salesmen ac- 
counts for the interest of manufac- 
urers. 

From the distributor’s angle, Mr. 
Kelley was enthusiastic about the op- 
portunity to contact his company’s 
customers and sources of supply. His 
enthusiasm is based on many expres- 
sions from individuals of both classes 
on the real benefits derived from the 
exhibit by them. 








Who Was Who at the _ 


Convention 
(Continued from page 58) 








McGOWIN-LYONS HARDWARE & 
SUPPLY CO., Mobile, Ala., R. L. Bidez, 
Mark Lyons, T. B. Soost 

McGRAW-HILL PUBLISHING CO., 
New York, Mason Britton 

McGRAW, JAMES, INC., Richmond, Va., 
R. E. Pearsall 

McJUNKIN SUPPLY CO., Charleston, 
W. Va., G. S. Herscher, H. J. West 

McKAY CO., Pittsburgh, Pa., M. R. Peck 

MECHANICAL POWER TRANSMIS- 
SION COUNCIL, New York, A. R. 
Snyder 

MECHANICAL POWER ENGINEER- 
ING ASSOCIATION, Worcester, 
Mass., A. Kullman 

MEDART CO., St. Louis, Mo., F. P. Kohl- 
bry, W. Siegerist 

MERSICK, C. S. & CO., New Haven, 
Conn., E. B. Hunn 

MILL & FACTORY, New York, Harvey 
Conover, B. P. Mast, E. W. Stanley, 
H. W. Barclay, E. A. Robinson 

MILL SUPPLIES, Chicago, IIl., Howard 
Ehrlich, A. E. Paxton, J. A. Channon, 
E. J. McOsker, H. E. Thayer, E. N. 
Grantvedt, G. Pomeroy, John Ora 

MILLERS FALLS CO., Greenfield, Mass., 
G. U. Hatch 

MILLS & LUPTON SUPPLY CO., Chat- 
tanooga, Tenn., J. B. Crimmins 

MINNESOTA MINING & MFG. CO.,, 
St. Paul, Minn., A. E. Kimball, J. E. 
Duke, J. F. Traendy, G. H. Halpin 

MOLINE MALLEABLE IRON CO., 
Philadelphia, Pa., H. J. Ferguson 

MOORE-HANDLEY HARDWARE 
CO., Birmingham, Ala., J. M. Bates 

MORRIS, E. K. & CO., INC., Cincinnati, 
Ohio, W. W. Morris 

MORSE CHAIN CO.,, Ithaca, N. Y., 
R. J. Koch 

MORTON, E. D. & CO., Louisville, Ky., 
E. D. Norton 


N ationac MILL SUPPLY CO., 
Fort Wayne, Ind., S. A. Lehman 

NATIONAL RECOVERY ADMINIS- 
a: Washington, D. C., W. W. 

ose 

NATIONAL TUBE CO., Pittsburgh, Pa., 
R. M. Murray 

NATIONAL TWIST DRILL & TOOL 
CO., Detroit, Mich., E. J. Chamberlain 

NEAL, R. C. CO., INC., Buffalo, N. Y., 
R. C. Neal 

NEILL LaVIELLE SUPPLY CO., Louis- 
ville, Ky., F. Pfeiffer 

NEW YORK BELTING & PACKING 
CO., New York, H. C. Hicks, B. F. 
Ruether 

NICHOLSON FILE CO., Providence, 
R. I., W. L. Pond, W. W. Anderson 











BOSTON 





PROFIT 


Are you wondering where to look for 
more business? There are scores of 
orders waiting for the man who will tell 
valve users about the big difference and 
the advantages of substituting Fair- 
banks Sphero Ball Valves for their old 
leaky valves of obsolete design. This is 
particularly true of valves used for 
blow-off purposes. 

You'll be surprised how many orders 
you can get by pointing out the follow- 
ing super-features of 


RIGHT 








FAIRBANKS 
SPHERO VALVES 


These valves can be opened or closed in one second, by a quarter 


turn of the lever handle. 
No more twisting, twisting, TWIST 
wheels. 


ING of old-fashioned hand- 


They give a full, round opening the same as the nominal size open- 
ing of the pipe line, eliminating frictional resistance to stream flow. 


They shear ri 


wear on seat 
they eventuall 
accomplished 
out removing 


ght through gritty or scaling 


fluids as well as thick viscous materials. 
Because of the perfect seating of the ball 
to the seat ring, an absolutely tight, leak- 
proof seal is assured. 

A simple outside adjustment takes up 


rings and ball plug. Should 
y require renewal, that can be 
in less than a half hour with- 
valve from the line or dis- 


turbing pipe covering. One man, instead of 
two, can easily do the job. 

Furnished with screwed or flanged ends, 
in sizes 44” to 8”. 

Write for booklet 103 and our special 
proposition to distributors. 





CoOoMmMPA Ni Y 


Manufacturers of Valves, Trucks 


NEW YORK 


and Wheelbarrows 


PITTSBURGH 


Distributors in Principal Cities 
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Read What One Leading Distributor Writes to 


Another About COFFING HOISTS 


“THE UNIVERSAL TOOLS” 


E took this (the Coffing Hoist) on some time ago, and were 
just a little hesitant as to the outcome, but we are pleased 
te say that sales have been up to our expectations,’ he writes 
in part. 


“ 


“We have been exclusive distributors on another line of hoists 
for a good many years and did not want to take on anything 
that would conflict with the sale of the other hoist. We have 
found that the two hoists do not conflict in any great way, and 
there are many applications where the Coffing Hoist is adaptable 
over the regular chain hoist. 

““We have not found any resistance or question of price, and 
we have the hoists in a number of pretty tough places, and in 
every instance they have proven all that the manufacturer 
claims for them. We consider the Coffing Hoist one of our 
profitable items. As you no doubt know, they have a new set-up 
on resale prices on which we make about the same margin of 
profit as we do on regular chain hoists.” 


Thus another distributor goes on record. 
Write us for complete information. 





Hoists: Capacities: ~=©—) COFFING HOISTS 


1 and 2 tons. Weights: 75 | 








to 85 Ibs. Soundly Designed | 
2 Model A—% ton. Simply Constructed | 
Weight: 14 Jbs., . ; 
toe ga ge Exclusive Free-Chain 
Ibs. Mechanism 
3 Our Model F.T. Ca- Unbelievably Light 
—_ Weight: 34 Remarkably Powerful 
Ibs. 
Extremely Versatil 
4 Model Z—Capacity: 6 ica y ring — No. 1 
tons; Weight, 65 Ibs. Economical 











COFFING HOIST COMPANY 


313 E. Van Buren St. Danville, lil. | 





No. 3 No. 4 


== DAY BY DAY SALES == 


tell the distributor story on - 
Tbe POWER KING 


for the heaviest loads 


| 








Tbe POWER BOY 


for average loads 


WE 00 OuR PaRT 





Put this question to any one of our distributors: “How are ‘The Power King’ 
and ‘The Power Boy’ selling for you?"’ We'll stand on his answer. 


These two new lines are going over in no uncertain fashion. They'll put you in 
the scoring column, too. 


THE POWER KING and THE POWER BOY 
CAR MOVER CAR MOVER 
also THE BADGER and NEW BADGER CAR MOVERS and the 


| 
| 
INVESTIGATE | 
| 
ADVANCE SAFETY CAR WRENCH | 


THE ADVANCE CAR MOVER CO. 


APPLETON WISCONSIN | 
CANADIAN ADVANCE CAR MOVER: co., Welland, Ontario, Canada | 











NORTON CO., Worcester, Mass., H. But- 
ler, H. K. Clark 


HIO VAR PULLEY WORKS, 
Maysville, T. T. Browning, S. P. 
Browning. r * Browning 

OLIVER IRON & STEEL CORP., Chi- 
cago, Ill., F. P. McEwen 

OSBORN MACHINERY CO., INC., 
Clarksburgh, W. Va., A. L. Queen 

OSBORN MFG. CO., Cleveland, Ohio, 
L. H. Weber, C. W. Titgemeyer, L. M. 
Pecsok, P. F. Smith, E. W. Stribinger 

OSTER MFG. CO., Cleveland, Ohio, 
Roger Tewksbury 


Pace ———. & FLAGG CO., New 
Haven, Conn., H. Page 

PARAGON TOOL & St PFLY €O,, 
Dayton, Ohio, W. R. Kemper 

PARKER, CHARLES, CO., Meriden, 
Conn., C. T. Jordan, C. S. Parker 

ae rhe RSON, a us CO., New Orleans, 
La. FE. Kell 

PAT AISON. W. or "SU PPLY CO., Cleve- 
land, Ohio, P. O. Boylan, C. V. Pattison 

PEERL -] 3 MILL SUPPLY CO., Buf- 
falo, N , John McKendry 

PENN GE NE RAL SUPPLY CO., Pitts- 
burgh, Pa., W. J. Charles 

PICKERING HARDWARE CO., Cincin- 
nati, Ohio, C. Moeser 

PIERCE HARDWARE CO., Taunton, 
Mass., B. L. Pierce 

PITTSBURGH G E & SUPPLY CO., 
Pittsburgh, Pa., J. Casper 

PITTSBURGH $¢ REW & BOLT 
CORP., Pittsburgh, Pa., R. D. Baker 

PLYMOUTH CORDAGE CO., Chicago, 
Tll., H. G. Roberts, H. A. Soule 

POSITIVE LOCK WASHER CO., New- 
ark, N. J.. D. W. Huff, N. P. Linde, 
W. T. Linde, G. A. Katzer, M. L. Gig- 
gins, B. L. DeNouri, C. R. Littlefield 

POWELL, WILLIAM, CO., Cincinnatt, 
Ohio, D. M. Forker, H. E. Coombe, Jr., 
W. H. Husing. F. Thompson 

POWER, New York, N. O. Wynkoop 

PYRENE MFG. CO., Chicago, Ill., W. L. 


Ferrier 


Qu EEN CITY SUPPLY CO., Cincin- 
nati, Ohio, J. H. Blackham, W. E. Butler, 
F. Snodgrass 

QUIGLEY CO., INC.. New York, W. F. 
Me Po Elmer Gischel, W. H. Gay- 
lord, Jr., E. L. Bassett, I. Prosser, H. C. 
Thayer, W. S. Quigley 


Raniv ILLE, F. CO., Grand Rapids, 
Mich., A. J. Sparks 

RAYL CO. THE, Detroit, Mich., B. H. 
Ackles 

READING, PRATT, CADY CO.., Bridge- 
port, Conn., J. P. Ferguson 

REED MFG. CO., Erie, Pa., P. D. Wright 

REPUBLIC RUBBER CO., Youngstown, 
Ohio, F. H. Howard 

REPUBLIC STEEL CORP., Youngs- 
town, Ohio, G. Clifford, J. R. Ingram, 
J. C. Chaffe, K. D. Mann, P. R. Johnston 

RIECHMAN CROSBY CO., Memphis, 
Tenn., R. Alcott, J. A. Riechm: ai, “©. %. 
Guinee, A. S. Riechman 

ROBBINS & MY ERS, INC., Springfield, 
Ohio, J. R. Mears, Robert Kite, Albert 
Kreh 

ROOT, NEAL & CO., Buffalo, N. Y., 
H. M. Pritchard 

ROSS WILLOUGHBY CO., Columbus, 
Ohio, W. C. Hunter 

ROUND, D., & SONS, Cleveland, Ohio, 
C. M. Power 

RUBEROID CO., Baltimore, Md., H. C. 
Foster 

(Continued on page 82) 
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CONSTANT : 
CO-OPERATION 
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Another convincing example of the constant co- 






operation given New York Belting & Packing Co. 
Distributors . . . through national publication 
advertisements . . . through a comprehensive 
program of localized direct mail advertising . .. 
through every other sales promotional activity 
of a famous organization that sells exclusively 


through competent Distributors. 


NEw YorK BELTING & PACKING (O. 


1790 BROADWAY, NEW YORK, NY. 





88 YEARS EXPERIENCE IN PRODUCING MECHANICAL RUBBER GOODS 
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RE RACO 
Ht You Gusimasd 


‘ \i > 
° - \\ 
HY? Because important executives of Industrial Plants, who y 


saw the Remco Motor Drive demonstrated at the exhibit of a ‘Ny if 
big Mill Supply House in the East, were as one in saying, that it is (i 





the answer to their problem of modernizing machine tools (for 
greater efficiency under existing conditions) at exceptionally low 
cost! 






And wherever the Remco Drive has been demonstrated 
it has “‘clicked” with everyone! ; 
Thus you are assured of a market for the Remcos you 74 
stock—a real opportunity to increase your sales and profits! 


And Remcos dovetail with the products your men are now 


selling, they’re right down your alley! 
“a 


Universally Adjustable 


Remco is the only Motor Drive on the 
market that is adjustable in every direc- 
tion: up, down, sideways or length- 
wise! Therefore, each Remco Drive 
will fit several sizes of machine tools. 


This is an advantage that only Remco 
provides. It means that out of a small 
stock you can supply any customer’s 
wants, instantly. 

Certainly you will want to have full 
particulars of this money-making 
proposition. Write to 
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Those Are the Odds That Favor You When You Sell --- 
IMPERIAL EQUIPMENT 


5 LINES IN ONE 
SITE Oe Oe ee 
TUBE CUTTERS 


PAINT BRASS 
TUBE BENDERS 


SPRAY FITTINGS 
EQUIPMENT SERVICE FLARING TOOLS 


and SETTE Faucets 





WELDING 
AND CUTTING 
EQUIPMENT 








































WOW owe i 


D) iat on me 


) 
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u 


rn 
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‘ 
‘ 
Imperial Fittings 


Imperial fittings are designed for extra strength. 
Each fitting is carefully machined and finished so 
that no burrs are left to remain loose and possibly 
clog up lines or interfere with moving parts. The 
various types of fittings provide a complete brass 
fitting service for gas, air and oil lines on auto 
mobiles, trucks, buses, oil burners, refrigeration, 
air conditioning, ete. 





It's a simple matter 
to visualize your sales  gper ys with $$$ 
this varied line. Every plant and shop in 
your territory is a prospective customer for . ' 
one product or every product. Imperial Welding 











Imperial Paint Spray 
Equipment 


Imperial Spray Guns are per- 
fectly balanced, easy to oper- 
ate, easy to clean and keep 
clean. They are fast, efficient 
and economical. Our equip- 
ment includes a complete line 
of guns, water and oil separa- 
tors, material pressure feed 
containers, air compressors 
from % to 7% H.P., portable 
and stationary; gravity feed 
buckets and all accessories. 


Yet all five of these modern lines are 
united in one strong manufacturing unit, 
and sold under a sales plan that gives the 
distributor every advantage in protection, 
profits and sales cooperation. 

Imperial Equipment is a standout among 
lines available to distributors. We solicit 
the opportunity to give you complete in- 
formation. 


and Cutting Equipment 


—the finest, but not the highest 
priced. The line is complete 
for every welding and cutting 
job from light sheet metal 
work to the heaviest opera- 
tions. It includes the most up- 
to-date developments in weld- 
ing and cutting torches. Each 
torch is chromium plated and 
has reamed taper bore copper 
welding tips. 


Would you like complete facts about these Strong Imperial Lines, also Imperial 
Tube Cutters, Tube Benders and Flaring Tools, Imperial Soldering Fittings and 


Sette Faucets? 


Your inquiry will bring an immediate response 


IMPERIAL BRASS MANUFACTURING CO. 
CHICAGO, ILLINOIS 


511 S. RACINE AVE. 
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Mr 
an cytes 


It was a pleasure indeed for Yale 
executives to have had the opportu- 
nity to meet and talk with so many 
distributors during the days of the 
convention. 
It was particularly encouraging to note the 
general tone of optimism — of confident 
anticipation of constantly improving condi- 
tions in industry and increased sales and 
profits for those who sell industrial equip- 
ment. 


Yale distributors expressed their approval 
of the Yale policy of distributor cooperation 
and it is our desire to continue our efforts 
in behalf of distributors so they may enjoy 
increased sales and profits in selling the 
Yale line. 


Yale Distributors have the advantage of 
representing the oldest and largest manu- 
facturers of chain hoist and allied equip- 
ment. You also have the prestige and 
influence of the name Yale—the word that 
is known and accepted everywhere as a 
symbol of dependability. 





comjarttion. 
me ef -_ 

++ MESSAGE - 

TO YALE DISTRIBUTORS 
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GOOD ELECTRIC TOOLS SINCE 1897 





U. 


Put YOUR Efforts Behind 


Ss. 


ELECTRICAL TOOLS 


A Complete Line —Known Everywhere Where Good Tools Are 
Appreciated —Sold Under a Selective Distributor Policy. 


U. S. Electrical Tools will do the job more 
eficiently. They will last longer. They will 
provide the maximum of safety to the oper- 
ator. 

The need for new plant equipment is now 
broadly recognized. The market is opening 
up more every day. 

But the plant buyer is demanding low cost 
efficiency. He insists on proof of such per- 


formance. We have it. Test after test has 
demonstrated beyond a doubt the superior 
quality of U. S. Electrical Tools. 


In design, in materials, in precision, U. S. 
Tools lead. Our broad guarantee behind 
every product supports our strongest claims. 
U. S. Electrical Tools will do a selling job 
for you by their self-evident merit. Good 
profits will result. 








The UNITED STATES ELECTRICAL TOOL CO. 


2498 West Sixth St., 


Dept. H. 
IN CANADA - MAPLE LEAF ELECTRIC TOOLS, LTD., TORONTO 


Cincinnati, Ohio 
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your modernization 
campaign successfully 


with WOOD'S / 


ITH leading industrial engineers 
specifying plant standardization on 
WOOD'S Power Transmission Machinery 
—and industry receptive today to equip- 
ment that combines modern efficiency 
with thorough economy—the opportuni- 


ties for progressive distributors with the 
WOOD'S line are obvious. 


There is something more than modern 
quality behind WOOD'S products. 
WOOD'S provides a complete line with 
“one party responsibility.” We recognize 
the distributor’s ability to do a construct- 
ive and successful selling job on our prod- 
| ucts. We give him conscientious and ef- 








tion. If you are interested in working up 
a profitable modernization sales program, 


fective sales co-operation and real protec- 
| consider WOOD'S first. 
































T. B. WOOD'S SONS CO. 


Chambersburg - = = Pennsylvania 








Power Transmission Machinery for @¢7¢ Years 
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available to every distributor at a 
salary of only 50* per year per man 


And some distributors are paying only 30 


cents per year per man. 


At any rate, 30 to 50 cents per customer 
per year is all it is costing distributors over a 


five year period for adequate catalog repre- 
sentation—under the CUNEO METHOD. 


An exceedingly small item when reduced to 
a per year per customer basis, is it not? And 
distributors who are making this investment are 


insuring the future of their business. 


Catalog matters demand your attention 
now because of changed list prices and the 
definitely greater volume of business being 


placed through distributors. 


Now is the time to act. A Cuneo represent- 
ative will be glad to make a survey and quote 
on your catalog work. You will like the econ- 
omy of our method—the promptness and 


thoroughness of our service. 


y 


CHICAGO 


TWENTY-SECOND - 


CANAL * CROVE 





TWO MORE LEADING 
DISTRIBUTORS ISSUE 


CUNEO CATALOGS 


“‘We have just received our new 

catalogs and hasten to compli- 

ment you on the service given 

on the compiling and printing 
book 


of this 


We are indebted 


to your Production Department 
for the interest taken by them 
in rushing delivery of what we 


believe to be one 


the most 


of 
attractive distributor catalogs 
ever issued.’’ 


Russell C. D 


“We are weil 


R. C. DUNCAN CO. 


uncan, President 


Lithasaen 


} 
4 tn 
hook. 


ui 
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Minneapolis 


pleased with the 
book. Its appearance is attrac- 
tive, and we think the typog- 
raphy is especially good. it is 


particularly free from  typo-. 


Graphical errors, and we regard 
it as the best advertisement that 
we could make just now. The 


results are already quite satis- 
actory.’’ 


JAMES BIGGS, President 
BIGGS AND COMPANY, 


WICHITA FALLS, TEXAS 
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REMEMBER 


[MILWAUKEE 


MEANS 
BRUSH EXCELLENCE 








Every Call Offers Opportunities 











“DURA-BILT” “DI-BILT” 
Tampico Wheel Wire Wheel 
Brush Brush 


MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 


“MONOBILT” 
Wire Wheel Brush 
with Interchangeable 

Centers 


— ee es 


MILWAUNEE BRUSH MFG CO 





ROUND STEEL WIRE HAND BRUSH 











2212-2936 North 30th Street 


QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL 
PRODUCTION AND MAINTENANCE REQUIREMENTS. 


Our manufacturing activity is concen- 
trated on the production of brushes for use 
in industry. 


We make brushes that will do their work 
well—and stand the wear and tear of plant 
use to an unmatched degree. 


We fortify our distributors with a line 
so complete that they can offer: 





You can build a good steady volume of 
business on Milwaukee Industrial Brushes 
without making special calls or otherwise 
going out of your way to do it, because 
every plant has need for one or many 
types. You can make a good profit on 
Milwaukee Brushes on a very small invest- 
ment. Ask for our catalog and complete 
information. 
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PLEDGE 


FUTURE 


No CoMPROMISE 
WITH QUALITY 


No SUBSTITUTE 
FOR LOYALTY 








Business is entering a new era. 


This long established company has seen several of these new eras during its 102 
years of service and at this period again wishes to state its pledge of quality 
and its platform of loyalty and fair play to both the users of vises and to the 
industrial distributors who serve these users. 


We will build only quality vises. We will sell them only through responsible in- 
dustrial distributors who are by their own facilities qualified to assist in the 
proper distribution of our product. 


These distributors will be carefully selected and will receive full protection and 
sales co-operation. 


We will do everything we can to enable both the distributors and the users to 
get more value from Parker vises and continue to merit the confidence of the 
industrial public that we have always enjoyed. 


a 


President 





THE CHARLES PARKER CO. & MERIDEN, CONN. 
> A 
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ELIZABETHPORT. N. J. 


LO MEDAL st A EXPOSITION 1904 
PANAMA PACIFIC EXPOSITION ISIS 








An Open Letter To Distributors and Their Salesmen: 


The American Swiss File & Tool Company was founded 35 years ago for 
the purpose of manufacturing and selling the highest quality Swiss Pattern 
Files, to foster and encourage the use of a product made in the United 
States for the most discriminating mechanics, and to give the best possible 
service to the user. 


That the founder and our first President, the late Edward P. Reichhelm, 
did not err greatly but did build this business on a sound basis is proven 
by the fact that our firm enjoys the goodwill and the hearty cooperation 
that is so essential in every business. 


Our motto, “ONLY THE BEST ARE GOOD ENOUGH" is reflected not 
alone in our product, but also in the service rendered. We have always 
believed in and practiced a fair and just distributor sales policy, because 
we know that distributors can and do serve industry economically and 
promptly. 


We are entering a new Era, one where we believe that quality and service 
will play a more important part than they have in the past. 


The high standard of quality in American Swiss Files will be continued and 
improved upon whenever possible. 


Distribution through industrial distributors will be continued as heretofore 
and the setup will be improved as we find the proper type of distributors 
to represent us in territories now not having representation. 





Industrial distributors who are not acquainted with our product and policy 
might do well to become familiar with them. They will find it both profitable 
and beneficial. For reference, ask any user of American Swiss Files or any 
of our present distributors. 


AMERICAN SWISS FILE & TOOL COMPANY 


P. F. Reichhelm, 
President 





P. S—We also manufacture a line of Mechanics’ Hand Tools and Knurls of 
the same high grade and we market them under the same policy. 
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“TRIMOC-ALLOY’ 
PIPE WRENCH 


NOW MADE OF HEAT TREATED 
CHROME MOLYBDENUM, MANGANESE 
AND NICKEL STEEL ALLOYS 








2A" WRENCH 
more than 3lonk 








This test in which a 24” Trimo-Alloy supports over 3 





tons of dead weight is proof positive of the tremen- 





Look for 


this Tag dous strength of the new Trimo- Alloy pipe wrench. 


You can pick up a nice volume of wrench business 
by getting your customers to modernize their pipe 
tool equipment with this new all-alloy steel tool. 


Ask us for literature describing 
this much talked-about truck test. 


TRIMONT MFG. CO., INC. 
It identifies the new “Trimo-Alloy”— the ROXBURY { BOSTON ) ’ MASS. 


strongest, safest pipe wrench ever made. 


PIPE WRENCH 


STEEL ALLOYS 
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— It’s a Satisfaction 


to Sell Quality Merchandise 





There is a satisfaction in selling “high quality” 
merchandise—a satisfaction not only in the continu- 
ing profits from repeated sales—but—in the knowl- 
edge that such merchandise makes friends and builds 
up a good business reputation for you. 


Brown & Sharpe Products have set a standard of 
performance for over 100 years. They give your 
customers the fullest value for the investment. Have 
your stock complete to serve them well. Brown & 
Sharpe Mfg. Co., Providence, R. I. 
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X Roller Bearing 
Pillow Bi pcks and Bearing Units 






The Jones Distributor Policy provides Complete Cooperation 
in the sale of the following: 


JONES-TIMKEN PILLOW BLOCKS 

JONES-TIMKEN HANGER BEARINGS 

WORM GEAR REDUCERS, ROLLER BEARING EQUIPPED 
HERRINGBONE REDUCERS, ROLLER BEARING EQUIPMENT 
OPEN AND ENCLOSED TYPE FRICTION DISC CLUTCHES 
BABBITTED TYPE PILLOW BLOCKS AND HANGER BEARINGS 

CUT AND CAST TOOTH GEARS ee CAST IRON PULLEYS 

FLEXIBLE COUPLINGS 7 < V-BELT DRIVES * 3s JAW CLUTCHES 


es Distributors have a c mip! i¢ ete selection of drives suitable for the job 





W. A. Jones ane & Machine Company 


4401 ROOSEVELT ROAD, CHICAGO 
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JOHNSON 


Factory and General Offices 
535 So. Mill St. 


NEW CASTLE, PA. 





Over 25 years specialized bronze bearing experience. The major 


industries regard Johnson Bronze as the logical, reliable source of 
supply. The Plant, located in New Castle, Pa., contains an up-to- 
date Foundry with a melting capacity of 50 tons per day... 
Machine Shops with specially designed production equipment 

- A modern Tool Room for Dies and Jigs . . . well equipped 


Laboratories . . . All completely supervised by expert Metallurgist, 
Engineers and Chemists. 


An improved line of finished Bearings and Bearing Bronze Bars 


that are free from Customer Complaints and in constant demand 
wherever wheels turn. Johnson UNIVERSAL Bronze with com- 
plete machining—ID, OD, and Ends—is the greatest advancement 
in Bar Bronze History. The elimination of blow holes, porosity, 
scale and under surface defects makes marketing an easy matter. 


Proven Performance of the alloy assures you of continued repeat 
sales. 


100% Co-operation between Johnson Bronze and the Distributor 


with planned selling, cooperative advertising, engineering service 
and no inside competition. Investigate this outstanding offer to 
Distributors. Your inquiry carries no obligation. 


BRONZE COMPANY 


Branch Offices and Warehouses 


in Principal Cities 
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29-A SERIES 123-A SERIES 
Patented Patented 


5-A SERIES 


Bond Vu 


This new Bond 
variety of sizes. 


1-A SERIES either Plain Bearing or Roller Bearing. 


STRENGTH & 





Truck Wheel 





1330-A SERIES 


Icanized-on Type 


line is offered in a wide 


Can be furnished with 


Bond also manufac- 
tures Trucks, Power 
Transmitting Machinery 
and Accessories, Mate- 
rials Handling Equip- 
ment. Catalogs on 
request. 


wal ork 


33-A SERIES 


g 





333-A SERIES 





3-A SERIES 


6 





NEW 35-A SERIES 


FOUNDRY & MACHINE COMPANY 


at MANHEIM, Lane. Co., PA. 


Philadelphia Office: 617 Arch Street 


New York Office: 30 Church Sreet 
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CONVENTION FACTS 


1. Over 76% of all distributors attending the Con- 
vention purchase DESMOND DRESSERS and 
CUTTERS. 


9. This percentage is steadily increasing as dis- 
tributors recognize that we manufacture the only 
complete line of wheel truing tools and guar- 
antee their service and quality. 


3, The exclusive solid steel slide used in SIMPLEX 
MACHINISTS’ VISES makes them stronger and 


more serviceable and easier for distributors to 
sell. 


Write today for literature and prices on Desmond Dressers 
and Cutters and Simplex Vises. 


The DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 














CAPITAL “RED CAP” BRUSHES AND BROOMS 








@ Aline complete for practically every indus- 
trial requirement. 


@ Made to the highest standards of quality. 


@ Accepted by industrial buyers everywhere 
because of 44 years consistent performance. 


@ Sold for more than a quarter century under 
a distributor policy that has stood the test 
of time. 


IF you are now handling Capi- 
tal "Red Cap" Brushes and Brooms, go after that 
big replacement business in your territory. If not, 
we invite your inquiry for all the facts. 











rT 





BASS PUSH BROOM 





B. B. PUSH BROOM RATTAN PUSH BROOM 


INDIANAPOLIS BRUSH and BROOM MFG. CO. 


ESTABLISHED 1890 
126 BRUSH ST. INDIANAPOLIS, IND. 




















(Continued from page 66) 
USSELL BURDSALL & W - wa oc 
& NUT CO., Port Chester, N. B. 
Stromenger, H. O. McCully, W. L W ard 


R 


S aFETY BELT LACER CO., Toledo, 
Ohio, O. B. Briggs 

SAN ANTONIO MACHINE & SUP- 
PLY CO., San Antonio, Texas, C. C. 
Krueger 

SCALLAN SUPPLY CO., Cincinnati, 
Ohio, J. A. Scallan 

SCHIEREN, C. A. CO., New York, H. A. 
Giese 

SERVICE C — - -R & TRU : K CO. 
Albion, Mich., S. S. Raynor, FE. C. Good- 


all 

SH axe: & BOYD, Milwaukee, Wis., 
H. St. George 

SHAUER — CO., Cincinnati, 
Ohio, A. J. Koh 

SIMONDS SAW "& STEEL CO., Fitch- 
burg, Mass., R. H. Myers, R. A. Shaffer 

SKILSAW, INC. Chicago, Ill., E. W. 
Ristau, Bolton Sullivan 

SKINNER, M. B., CO., South Bend, Ind., 
K. G. Merrill, J. B. Schroeder 

SKINNER CHUCK CO.. New Britain, 
Conn., R. B. Skinner, A. U. Smith 

a IRON STORE CO., St. Louis, 
Mo., S. D. Conant 

SMITH- COU RTNEY CO., Richmond, 
Va., A. M. Smith 

SOMERS FITLER & TODD CO., Pitts- 
burgh, Pa., F. C. Fitler, W. T. Todd, Jr. 

SOUTHERN SUPPLY CO., Jackson, 
Tenn., C. L. Dennison, K. F. Wooten 

STACY SUPPLY CO., Springfield, Mass., 
G. W. Donahue 

STAMBAUGH-THOMPSON CO., 
Youngstown, Ohio, C. R. Johnston, P. J. 
Johnston 

STANDARD ELECTRIC TOOL CO., 
Cincinnati, Ohio, G. H. Feltes 

STANDARD MACHINE & SUPPLY 
CO., Pittsburgh, Pa., G. Cherrington 

STANDARD PRESSED STEEL CO., 
Jenkintown, Pa., J. C. Blackmore, J. W. 
Friel, R. S. Mast 

STANDARD TOOL CO., Cleveland, 
Ohio, W. P. Ross 

STANLEY ELECTRIC TOOL CO., New 
Britain, Conn., A. J. Peterson, L. H. 
Bellows, L. M. Knouse 

STAR NIPPLE CO., Chicago, IIll., Mal- 
lory Bedingfield 

STRELINGER, C. A. CO., Detroit, Mich., 
A. S. Bush, C. E. Allinger 

STRONG CARLISLE & HAMMOND 
CO., Cleveland, Ohio, H. H. Smith, 
E. E. Stvan 

SUPERIOR-STERLING CO., Bluefield, 
W. Va., C. E. Lilley, F. M. Archer 

SYRACUSE SUPPLY CO., Syracuse, 
New York, P. Ridings 


T aytor, W. H., & CO., INC., Allen- 
town, Pa., G. F. R. Bahnson 

TAYLOR, S. G. CHAIN CO., Hammond, 
Ind., O. W. Sandstrom 

TAYLOR PARKER CO., Norfolk, Va., 
A. L. Parker 

TENNESSEE MILL & MINE SUPPLY 
CO., Knoxville, Tenn., H. L. Miller 

TEXTILE MILL SUPPLY CO., Char- 
lotte, N. C., Fred Glover 

THERMOID RUBBER CO., Trenton, 
N’ 


N. J., R. J. Mack 

THOMPSON, HENRY G., & SON CO., 
New Haven, Conn., W. B. Bateman, 
D. W. Northup 

TIDEWATER Su PPLY CO., Norfolk, 
Va., J. A. Beasley 

TOPPING BROS., New York, Robert 
Edge 

TRACY, LEWIS E., CO., Boston, Mass., 
L. E. ‘Tracy 
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TULL, J. M., RUBBER & SUPPLY CO., 
Atlanta, Ga., J. A. Naylor 

TU RNER SUPPLY CO.. Mobile, Ala., 
H. M. Schramm, Marshall Turner 


° 

U NITED STATES ELECTRICAL 
TOOL CO., Cincinnati, Ohio, W. B. 
DaSilva. L. E. Fries, Ted French, E. B. 
Hatch, G. E. Smith | 

UNITED STATES RUBBER CO., New 
York, J. F. Rawls 

UNITED SUPERIOR UNION CO.,, 
INC., Brooklyn, New York, W. T 
Cockran 


UPSON- W ALTON CO., Cleveland, Ohio, | 


E. E. Baker, Mrs. W. I. Huber, F. J. 
Hemler 


V AN HORN, O. H. CO., New Orleans, 
La., E. F. Stauss 

VICTOR BALATA & TEXTILE BELT- 
ING CO., Vew York MN - \bt, E. Voll- 


rath 

VICTOR SAW WORKS, Middletown, 
V. Y., J. J. Wallace 

VINCENT STEEL PROCESS CO., De- 
troit, Mich., K. H. Behringer 

VONNEGUT HDW. CO., Indianapolis, 
Ind., EK. G. Vonnegut, F. R. Hess 

VULCAN COPPER & SUPPLY CO.,, 
Cincinnati, Ohio, H. W. Wentworth 

VULCAN RIVET & BOLT CO., Birming- 
ham, Ala., D. S. Martin 


y 
Ww ALL, P., MFG. CO., Pittsburgh, Pa., 


%. W. Proctor 

WALWORTH CO., New York, F. M. 
Jackson, R. G. Allen 

WEAKS SUPPLY CO., LTD., Monroe, 
G. G. We: aks 

WESTERN AUTOMATIC MACHINE 
SCREW CO., Elyria, Ohio, L. S. Still- 


well 

WESTERN IRON STORES CO., Mil- 
waukee, Wis., C. E. Curtis 

WHEELING STEEL CORP., Wheeling, 
W. Va., F. A. McClelland, C. D. Atkin- 
son, A. W. Clapperton 

WHITE TOOL & SUPPLY CO., Cleve- 
land, Ohio, H. C. Ellsworth 


WHITMAN & BARNES, Detroit, Mich., | 


M. J. Kearins 
WILLIAMS, J. H., & CO., New York, 
J. Harvey Williams 


WILLIAMS, D. T. VALVE CO., Cincin- | 


nati, Ohio, H. J. Ernst, F. X. Pund 
WILLSON PRODUCTS, INC., Reading, 
Pa., S. C. Herbine 


WING, J. T., & CO., Detrott, Mich., A. R. | 


Bell. J. A. Theobald 
WIRTHLIN MANN CO., Cincinnati, 
Ohio, FE. N. Wirthlin. G. A. Mann 


WOOD, J. R.. SUPPLY CO., Cincinnati, | 


Ohio, J. R. Wood 

WOODB URY & CO., Portland, Maine, 
S. F. Woodbury 

WOOD'S, T. B. SONS CO., Cham 


bersburg, Pa. W. H. Fisher, G. R. | 


Washinger 

WOODWELL, J., CO., Pittsburgh, Pa., 
e.. Fi. Menges 

WORT ae TON. G., CO., Cleveland, 
Ohio, H. H. Riddle 

WRIGHT MFG., DIVISION OF AMER- 
ICAN CHAIN, York, Pa., R. C. Blair, 
W. J. Ryan 


7 

y ALE AND TOWNE MFG. CO., Phil- 
adelphia, Pa., F. H. Dewey, S. W. Gibb, 
C. A, Hadner, G. Sherrill 

YOUNGSTOWN SHE ET & TUBE CO., 
Youngstown, Ohio, G. B. Strausner, T 
C. Schraer, E. S. Rox on, W. W. Brown, 
G. W. Christopher, W. W. Ford 





OVERHEARD 
At the 


Convention: 


‘(-7 HAVE two outstanding lines among the many 

| that I stock,” said a New York distributor. “One 

of these is Delta Files. My salesmen don’t have 

to be urged,—they like to sell them,—they like to 

demonstrate them and prove what a superior cutting 
tool they are.” 


“Yes,” said a Chicago distributor, “My salesmen 
realize that a Delta test not only sells files but helps 
to sell other staple lines that are not so easily demon- 
strated. And, file orders keep a-coming. Any extra 
effort expended to get the first order is quickly repaid 
by the repeat orders.” 

The value of the Delta Franchise is appreciated by 
distributors and salesmen alike because with the Fran- 
chise Delta offers one brand, one quality, one price 
and a sales policy that, for nearly thirty years, has 
protected the distributor’s margin. 

Delta Files are distributed by the most outstanding 
group of industrial distributors in this country,—not 
the largest distributors in every territory but the best 
informed, most enthusiastic and aggressive. 

Delta Advertising—the story of Delta Quality and 
file economy is told consistently and forcefully to 
thousands of readers monthly in leading industrial 
publications . . . also through interesting, direct mail 
advertising, paving the way for your salesmen and 
making it easier for them to sell Delta Files. 
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nm "DELTA FILE WORKS ©) 


ant James Street (Bridesburg) Philadelphia, Pa 








MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and 


other facts of interest 








Sprout, Waldron President Dies 

Charles M. Waldron, president of 
Sprout, Waldron and Company, In- 
corporated, whose death was an- 
nounced briefly in the May issue of 
Mit Supp ies, was 57 years of age. 

He was born in Montgomery, 
Pennsylvania, but lived practically 
all of his life in Muncy, where he 
was educated in the public schools. 
He attended State College, becoming 
affiliated with Sprout, Waldron and 
Company, Incorporated, shortly 
thereafter. Mr. Waldron obtained 
his practical knowledge of the mill- 
ing industry by close contact with the 
manufacturing and designing of mill- 
ing equipment, having served several 
years in the engineering and design- 
ing department. Later he was the 
New York and New England repre- 
sentative for his company. 

This knowledge stood him in good 
stead when he became vice-president 
and, in January, 1929, president, an 
office he held until his death. 

aintidititimann 
Crane Has New Exhibit at 
Century of Progress 

The Crane Industrial Exhibit at 
the 1934 Fair will be in the new 
Crane building at 28th Street instead 
of the Electrical Building where it 
was located last year. Designed 
primarily to indicate the importance 
of valves and fittings, this exhibit has 
been made extremely interesting to 


the general public by the extensive 
use of photo murals. Products espe- 
cially suited for the various indus- 
tries will be displayed for easy and 
close examination. Photo murals 
decorating the walls will show their 
application and help to create suitable 
atmosphere, thus making the exhibit 
one of great educational value. 
acnntiallipiiinsiis 

Link-Belt Opens Dallas Warehouse 

Link-Belt Company has recently 
opened a warehouse at 413-15 Sec- 
ond Avenue, Dallas, Texas, where 
extensive stocks will be carried of 
Caldwell and Link-Belt conveying 
and power transmitting machinery. 

The new warehouse is located in 
what is commonly known as the gin 
neighborhood, occupies a floor space 
of 10,000 square feet, has convenient 
facilities for shipment either by rail 
or truck. 

The Company’s sales office will 
also be located at the warehouse. 
E. G. Wendell is resident manager. 

a 

Harnischfeger Corporation Has 

Unique Demonstration at Fair 

Housed in the Travel and Trans- 
port Building, the Harnischfeger 
Corporation of Milwaukee, Wiscon- 
sin, will have as its principal feature 
a demonstration of the P. and H. 
Hansen are welder. This arc welder 
will be demonstrated by a masked 
operator, completely enclosed in a 
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The Crane building, A Century of Progress. 


special colored glass booth. He ex- 
plains the many uses of welding step 
by step through a microphone placed 
within his welding mask. 

The MHarnischfeger Corporation, 
this year celebrating its fiftieth anni- 
versary, will also have other of its 
industrial products in action. 

———_>—_——— 


Byrd Expedition Orders Supply 
From Atkins 

Among the manufacturers whose 
products play an important part in the 
success of the Byrd Expedition is E. C. 
Atkins and Company, Indianapolis, 
Indiana, saw, tool and file manufac- 
turer. 

Victor Czegka, who selects and as- 
sembles supplies for the Expedition, 
is now in the United States, having 
just returned from the Antartic. 
Czegka ordered 28 dozen Atkins silver 
steel files to be used in maintaining and 
repairing the tool and other mechan- 
ical equipment at Little America, 
which includes eight generators of va- 
rious dimensions, 5 planes and 6 
tractors. 

The Byrd Expedition is also 
equipped with Atkins silver steel cir- 
cular saws, hacksaws, crosscut saws, 
ice saws and torches. 


—— << 


Cincinnati Rubber Elects New 
President 

At a recent meeting of the board 
of directors of the Cincinnati Rubber 
Manufacturing Company, Cincinnati, 
Ohio, John F. Joseph, formerly vice- 
president and general manager, was 
elected president of the company. 


—_—_<—__—__. 


Rag Company Opens Eastern Plant 

American Sanitary Rag Company, 
Chicago, announces that it has re- 
recently acquired another plant locat- 
ed at 600 De Graw Street, Brooklyn, 
New York, to take care of its eastern 
business. 

satnapiiinninie, 

Republic Steel Appoints Distributors 

Appointment of Railey and Milam, 
Incorporated, 27-39 W. Flagler 
Street, Miami, Florida, as a distribu- 
tor of Enduro Stainless Steel and 
Toncan Iron, has been announced by 
N. J. Clarke, vice-president in charge 
of sales, Republic Steel Corporation, 
Youngstown, Ohio. Mr. Clarke has 
also announced the appointment of the 
Ohio Valley Hardware and Roofing 
Company, Evansville, Indiana, as dis- 
tributors of Toncan Iron. 
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Crothers Joins Safety Belt-Lacer 
Company 
P. E. Crothers of Grand Rapids, 
Michigan, for 19 years a representa- 
tive for the Clipper Belt Lacer Com- 
pany, has joined the sales force of 


P. E. Crothers 


the Safety Belt-Lacer Company, 
Toledo, Ohio. He will work, for the 
present, in Indiana and Michigan. 

Mr. Crothers has covered practi- 
cally all of the United States in con- 
nection with his belt hook activities. 
Prior to this he spent six years with 
two machinists’ supply companies in 
Chicago. 

— 


Cincinnati Rubber Appoints 
New Distributors 

The Cincinnati Rubber Manufac- 
turing Company, Cincinnati, Ohio, 
has announced the appointment of two 
new distributors for its line of me- 
chanical rubber goods. Buffalo Rub- 
ber and Supply, Incorporated, Buffa- 
lo, New York, was named distributor 
for Buffalo and surrounding terri- 
tory ; and for the region around Mem- 
phis, the Tennessee Belting Company, 
Memphis, Tennessee, is the repre- 
sentative. 

————— 


Norton Company Announces New 
Representative 

Norton Company, Worcester, Mas- 
sachusetts, announces the appoint- 
ment of Penn General Supply 
Company, 101-103 Market Street, 
Pittsburgh, Pennsylvania, as repres- 
sentative for the sale and service of 
Norton grinding wheels in the Pitts- 
burgh territory. 








This Messages Vddsessed lo Lunkenherme 
Mishubutors and Shei Salesmen: 








Price Alone is No Longer 
A Chief Stock in Trade 





Fig. 1640 
“KING-CLIP” 
Gate Valve 


lron Body Bronze Mounted 


Illustrated in Booklet 
F-504. 


As a result of the new 
standards in business today, the selling 
prices of Lunkenheimer Valves are more 
in line with competitive makes. 


The salesman who formerly took or- 
ders on price alone has lost his chief 
stock in trade. Now he must learn to 
sell on the basis of quality of product, 
service rendered and profit to his house. 


This new business structure definitely 
improves the opportunities for Lunken- 
heimer Distributors’ salesmen. Price 
alone has never been a sound argument 
for producing sales. You have been 
trained to sell Lunkenheimer Valves for 
the superior service and customer satis- 
faction they give. Intelligent application 
of this training now will profit you more 
than ever before. 


Make full use of your new opportun- 
ity. Constantly drive home the recog- 
nized merits of Lunkenheimer Products. 
Impress upon your customers that they 
can most satisfactorily select all their re- 
quirements for Valves, Boiler Mountings 
and Lubricating Devices from the com- 
plete Lunkenheimer line. 


Sell “Standardization on  Lunken- 
heimer” and profit by a continuity of 
orders. 


THE LUNKENHEIMER SO 


—="“QUALITY’=— 


CINCINNATI, OHIO. U. S. A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 





EXPORT DEPT. 316-322 HUDSON ST, NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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TIME 
TESTED 


To say they are good is not 
enough these days. DART 
Unions have proven them- 
selves over a period of time on 


al 
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the points of performance, 
service, maintenance and sales 
value. 

The DART Bronze to Bronze 
principle is two bronze seats, 
ball joint properly ground 


in, with high grade malleable 
iron pipe ends and nut which 


Buyers know the significance 
of the phrase “DART—Bronze 
to Bronze—Unions!” They 
know it stands for the finest 
assures longer and better wear. unions that can be produced. 


WHY THEY ARE EASY TO SELL 


DART Ua 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents: 






Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 


The Fairbanks Company, New York 
and at all branches 
















‘Boy, 
An | 


Peeved!” 


WHAT'S the matter, Bill? You're all steamed up!” 
“Pll say I'm steamed up. Wait till I tell you—you'll be steamed 
up, too. We stand a good chance to lose one of our best customers.” 





“Holy smoke—who?”’ 

“Brown. Already lost one order. Henderson stopped in there yes- 
terday, sold him Safety Belt Hooks and incidentally copped off a 
lot of other stuff. I've been telling you we ought to stock those 
Safety Belt Hooks, but you wouldn't do it. Those new low prices 
are cutting didos—I’m telling you. I—” 

“Long distance? Get me the Safety Belt-Lacer Company, Toledo, 


Ohio.” 


Our announcement last month of new low prices has shot Safety 
Belt Hook sales into high speed. Long acknowledged the best buy 
in hooks, in quality—they are now the best buy from every angle. 
Stock them now—only three sizes necessary— instead of five and six. 





NEW PRICES Sea lekw weit .acer co. 


We, B64, coves $1.15 per box REGU S PAT OFF 
i MGraccas 1.35 per box Factories Bidg., TOLEDO, O- 
No, 6...... 1.65 per box 


















Three Atkins Men Receive Promotion 

E. C. Atkins and Company, saw and 
tool manufacturer, Indianapolis, Indi- 
ana, has announced the promotion of 
three of the principal key men in its 
organization. 

Edwin W. Clark, who for the past 
25 years has been in charge of the 
New York branch house, has been 
promoted from the position of local 





E. W. Clark 
manager to that of assistant to N. A. 
Gladding, the general sales manager 
at Indianapolis. He will continue to 
make his headquarters in New York 
City in care of the New York branch. 
He will have general oversight of the 
company’s interests in the eastern ter- 
ritory, including contacts with the 





E. S. Norvell 


United States Government depart- 
ments and the export trade, with di- 
rect connection with the home office 
at Indianapolis. 

Mr. Clark has been in the employ of 
E. C, Atkins and Company since he 
wasaboy. In 1888 he was made man- 
ager of their branch house at Chat- 
tanooga, Tennessee, and afterwards 
promoted to the position of assistant 
to the sales manager at Indianapolis. 
In 1912 he was appointed manager of 
the New York branch where he has 
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built up a splendid business for the 
company and has a host of friends | 
throughout the territory. | 

Edward S.: Norvell, who succeeds | 
Mr. Clark as the local manager of the | 
New York branch, was for a time con- | 
nected with that branch as assistant | 
to Mr. Clark prior to the late war, | 
during which time he served in the | 
United States army. Subsequent ed 








the war he was brought to the In- 
'dianapolis office where he specialized | 
in the metal cutting and industrial | 
departments, and was later made | 
manager of that division. | 

Ray Ellis, who has been connected 
with the sales department at the home 
office for several years as chief clerk, 
will succeed Mr. Norvell at Indian- 











apolis. 
endjaibtiaan 
CLI N G- SUR FACE | Fabricated Metal Code Amendment 
BELT PRESERVATIVE ] Approved 


Tne: ‘ “nena ots, a ” . | 
makes new friends and keeps || National Recovery Administrator | 

the old ones |Hugh S. Johnson, on June 2, an- | 

wey : /nounced his approval of an amend- | 
S — pot of — nage /ment to the code of fair competition | 
Se en ee eee ee 'for the fabricated metal products 
customers, many of whom 


, s | manufacturing and metal finishing 

have been buying for over |! a ; 

. ' land metal coating industry undet 
thirty years. | 


| which is eliminated the necessity for | 
| organization of a supplementary Code | 
| Authority for many subdivisions of 
the industry. | 
The approved amendment permits 
With a background of members of the industry to operate 
forty years advertising, under the code, with the assistance 
personal work by our of such additional fair trade practice 
trained men in the field | provisions as may be found necessary, 
and the performance of the without the submission of supple- | 
goods themselves, a very mentary codes. 
real prestige for Cling-Sur- A further provision of the amend 
face has been built. ment permits groups or subdivisions 


This business is now en- 
tirely in the hands of the 
Mill Supply houses. No 
Cling-Surface is sold direct. 


which may be now or hereafter oper- 
ating under approved supplemental 
codes to withdraw those codes and 
operate in accordance with the amend 


The 85% repeat busi- 
ness in thousands of plants, 
shows that your trade buys 
it and comes back for it 
again and again. ment. ae 
The amendment becomes effective 

During the first quarter June 16. 
of 1934, three times the : —<-—— 
quantity of Cling-Surface Graton and Knight Official Appointed | 
has been demanded by in- Administration Member | 
dustry as in the same peri- cE 
od in 1933. : 


You can share in this 
waiting business, on favor- 
able terms, with a steady 
turn-over. 


Barth, vice-president and} 
assistant general manager of the | 
Graton and Knight Company, Wor- | 
cester, Massachusetts. has been ap- | 
pointed administration member on 
the code authority for the Used Tex 
tile Machinery and Accessories Dis- | 
tributing Trade. | 
Mr. Barth was formerly produc- | 
tion engineer and cost accountant | 
with L. L. Harr Corporation, New | 


Write us for details. 


CLING-SURFACE COMPANY 


1017 Niagara St., 


BUFFALO, N. Y. 











ees | York City. 





“(Drives Home 


these ?) points 


and buyers will see 
the difference 


1. Wide range of spindle speeds. 

2. Interchangeable quills. 

3. Positive and automatic lubricating system. 

4. Correct belt tension, automatically applied. 

5. Efficient cooling system. 

6. Removable mounting posts with rigidity of 
set-up. 

7 


8. Short distance between (a) center of spindle 
and mounting post; (b) center of spindle 
and base. 


9. Ease and speed of set-up. 


Precision ball bearings. 


Then close the sale with the story of 
DUMORE running balance. This has made 
DUMORE GRINDERS famous. 


e 
The Dumore No. 4 Grinder is designed 
to fill a definite need for a precision 
tool for use on bench lathes and small 
engine lathes. Similar in construction 
to but smaller in size than the No. 5 
and No. 7, with 1/5 H. P. Motor and 
speeds 5,000 to 40,000 R. P. M. These 
three grinders, with their many appli- 
cations, offer distributors exceptional 
sales opportunities today. 


s 
If you are not a Dumore distributor, 


write us. Your territory may be open. 


THE DUMORE COMPANY 


101 Sixteenth Street Racine, Wisconsin 
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-MEDARF 


EXTENDS 
YOUR PROFIT 
FIELD 


You can make greater prof- 
its from the Medart line be- 
cause it includes everything 
in Power Transmission and 
Special Equipment—because 
it is complete—because 
you can buy directly from 
one source—and because ev- 
ery item in the Medart line 
is built for severe service 
which means satisfied users 
and repeat business at lower 
expense. 


Write for details of the 
Medart Industrial Distribu- 
tor Plan. 





MEDART TIMKEN- 
EQUIPPED UNITS 


Made in various types for Indus- 
trial Applications. 


The fundamental advantage of 
the Medart design is that the 
appliance comes to the user with 
bearings properly and perma- 
nently set up, and can be applied 
to the shaft without disturbing 
the working elements by the 
simple operation of tightening 
the clamping collars after placing 
the bearing in its position. 


THE MEDART COMPANY 


General Offices and Works: 
3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, 
Cleveland, New York, Philadelphia, Buf- 
falo, Pittsburgh, New Orleans, San Fran- 
cisco, Charlotte, Birmingham, Milwaukee. 

















D. H. Silverstein, president, Louisville Sani- 
tary Wipers Company, pays a visit to Mill 
Supplies’ room. 





| Hearing Held on Customer Classifica- 


tions Under Mechanical Rubber Code 

A public hearing on the application 
by the divisional authority for the 
mechanical rubber goods division of 
the Rubber Manufacturing Industry 
for approval of group customer clas- 
sification definitions and maximum 
terms of sale was held by Deputy 
Administrator A. L. Kress on Friday, 
June 1, at the Willard Hotel. 

Under “Maximum Terms of Sale,” 
the form submitted calls for a 5 per- 
cent interest charge on consigned 
stocks, same to be payable quarterly. 
On flat belting, terms are 2 percent, 
10th proximo, 60 days net from date 
of invoice with no dating and no an- 
ticipation. An exception is made for 
automobile manufacturers to whom 
terms are 2 percent, 25th proximo, 
net 60 days. Terms on hose are sim- 
ilar with exceptions made for munici- 


palities and automobile manufac- 
turers. In both cases terms are 
F.O.B. shipping point with full 


freight allowed or prepaid on ship- 
ments of 100 pounds or more, via 
route actually used to any point in 
the United States and Alaska. 

Under “Definitions” a “distribu- 
tor” is defined as: “Any individual, 
partnership or corporation which 
qualifies as a jobber and which, in 
addition, renders special services to 
the manufacturer of mechanical rub- 
ber goods in the distribution of his 
products and the sales of which, 
either exclusively or in the major 
portion (at least 50 percent) are to 
jobbers and/or mill supply houses 
and/or equipment manufacturers in 
whom the distributor does not have 
a financial interest or which does not 
have a financial interest in the dis- 
tributor or is not a subsidiary or par- 








STANDARD — 


‘the wedge to 
additional sales. 





V4” Light Duty Electric Drill 


For intermittent service. 110 volt Universal 
Motor. Surplus power within its capacity. 
Self-tightening, key-opened chuck. Conve- 
nient switch. 
Dimensions 11%x4”. Weight 6 lbs. 
Price, $23.00. Other voltages, add 10%. 
Also other sizes, 4” to 1%”. 





V4 H. P. Ball Bearing Bench 
Grinder 


110 or 220 volts, 60 cycle, single phase only. 
6”x%” wheels, guards, tool rests, switch, 
cord and plug. Weight 38 lbs. 
Price, $34.00. 
14 H.P. Grinder, 7”x%” wheels. Weight 60 lbs. 
ice, 00. 
Direct Current, price on application. 





NEW! Wet Tool Grinder 


14 H.P. 110 volt, 60 cycle, single phase G. E. 
motor. 12x1%x%” Sandstone Wheel, 87 R.P. 


M. Weight, lbs. 
Shops. Also for 
Shops, etc. 

Price (with Tool Holder), $90.00; (without 
Tool Holder) $70.00; Other currents, price on 
application. 
BLOWERS: Exhaust, 
Marble Cutters. SPECIAL MACHINES. 
GRINDERS: Portable, Tool Post, Angle 
Plate, Bench, Pedestal, Ring Wheel, Disc, 
Adjustable Speed. 
BUFFERS AND POLISHERS: Portable, 
Bench, Pedestal, Variable Speed-Belt Driven. 


Dealers write for Catalog, Price List and 
Discounts. 


Particularly for School 
Pattern, Woodworking 


Portable. Tile and 











The 
Standard Electrical Tool Co., 


1948 W. Eighth St., CINCINNATI, OHIO 
Established 1912 
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ent of distributor or not affiliated or 
associated therein in any manner.” 

“Jobbers and Mill Supply Houses” 
are defined as “concerns who sell the 
product of the mechanical goods divi- 
sion to industrial users and other 
trade outlets and who have at least 
the following facilities and services: 
(a) An adequate investment; (b) 
Storage space sufficient to carry the 
stock required in Paragraph (e) 
herein and necessary facilities for 
operating same; (c) A proper ac- 
counting system, sales office and de- 
livery service; (d) Regularly main- 
tains salesmen in his territory to 
demonstrate and sell the lines han- 
dled; (e) Caries a sufficiently com- 
plete stock of the product to meet the 
normal requirements in his territory, 
and (f) Assumes the credit risk of 
his sales.” 

a ae 
Administration Member Appointed to 
Refractories Code Authority 


National Recovery Administrator 
Hugh S. Johnson, on May 16, ap- 
pointed George Pilling, a Philadel- 
phia industrial engineer as adminis- 
tration member on the code authority 
for the Refractories Industry. 

From 1914 to 1920, Mr. Pilling 
was manager of brass foundries for 
the Northern Iron Company, Fort 
Henry, N. Y. Later he was eastern 
manager for Freyn Engineering 
Company, Chicago, and from 1923 to 
1931 he was secretary and treasurer 
of Pilling and Company, Inc., Phila- 
delphia, brokers in iron ore, coal, 
coke and alloys. 


——— 


Opportunity Given to Object to Screw 
Machine Products Code 


Objections to Schedule A of the 
Code of Fair Competition for the 
Screw Machine Products Manufac- 
turing Industry may be filed in Room 
4035 of the Commerce Building prior 
to June 27, 1934. The Code was ap- 
proved by the National Recovery 
Administration April 28, 1934, on 
condition that the provisions of Sched- 
ule A be stayed for 60 days. 

Schedule A provides a uniform cost 
estimating formula, and_ stipulates 
that estimates made by members of 
the industry, regardless of the esti- 
mating methods employed, shall re- 
sult in an estimated cost that in no 
case would be less than a cost which 
would be reached by the use of the 
method set forth therein. 
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' RED ARROW 


HIS High Speed Steel Blade is a headliner 

among Barnes Hack Saw Blades... . It isa 
real cutting-off tool and gives complete satisfac- 
tion when used as such. .. . The Red Arrow 
gives best results and greatest production with 
heavy feeds and slow speeds. . . . Heat treatment 
under absolute electric control enables us to guar- 
antee hardness and uniformity. . . . Introduce the 
Barnes Red Arrow to your customers and pros- 
pective customers and you will create a steady 
flow of profitable repeat business. 
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W. O. BARNES CoO., INC. 
1297 Terminal Ave. Detroit, Mich. 
and Leading Jobbers Everywhere 
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Leather Packings 
“VULCANITE KROME” 





“SIRVIS” 


“HI-GRADE OAK” 


HYDRAULIC * PNEUMATIC 
The cost of installation of a pack- 
ing is usually many times greater 
than the actual cost of the pack- 
ing itself . . . then why not pur- 
chase the best possible packing? 
All packings of our manufacture 
are of leather of our own tannage 
and produced only from the butt 
or center portion of the hide. 









Write for facts and prices 


The 
Chicago Rawhide Mfg. Co. 


Tanners and Manufacturers Since 1878 
1297 Elston Ave. . . . Chicago, Illinois 


INDUSTRY 
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Most everyone is a logical prospect for something in the varied 
line of McGill Electrical Specialties. When you are writing up 
that order, large or small, it is easy to add an item or two from 
the McGill line. Just a question of remembering to ask about 
guards, switches, and the like. Your profits swell with practically 
no additional effort on your part. 


McGill Bulletin No. 51 will help you; write for it today. 


jMCGILL/> 





MANUFACTURING CO. 


Electrical Specialties of Quality 





TABLISHED 1904 


VALPARAISO - INDIANA 
Box No. 669 











ROBBINS & MYERS—a complete 
line and a complete sales 
service 





Trolleys, 


Hand 
Chain 
Hoists, 
Electric Hoists, 
Winches, Hand 
Power and 
Electric Cranes. 


ROBBINS & MYERS, Inc. 


Hoist Division 
SPRINGFIELD, OHIO 


Sold thru Mill Supply Houses everywhere 








Wood Screw Code Signed 

The Code of Fair Competition for 
the Wood Screw Manufacturing In- 
dustry has been approved by the Na- 

_ tional Recovery Administration. It 
went into effect May 20. 

Authority for administering the 
provisions of the code is vested in a 
Code Authority of five members to be 
elected under the supervision of the 


| executive committee of the Wood 


Screw Service Bureau, acting as tem- 
porary code authority. Four of the 
members will represent the bureau and 
the fifth, those in the industry who 

| do not belong to the bureau. 
Open price lists are required to be 
filed and in an emergency caused by 


| destructive price cutting, the code au- 
| thority, with the approval of the Ad- 


ministrator, may set up a list of 

reasonable costs for the industry be- 

| low which products may not be sold. 
—_———<———_—_ 


Canvas Stitched Belt Code 
Approved 
The Code of Fair Competition for 
the Canvas Stitched Belt Manufactur- 
ing Industry has been approved by 
the National Recovery Administra- 


| tion. It went into effect May 21. 


In his report to the President, Ad- 


| ministrator Johnson explained that 
| the industry comprises only seven con- 


cerns with an investment in 1933 of 


| $935,000. In 1929 they employed 208 


workers but in 1933 this number had 
declined to 150. The aggregate sales 
in 1929 amounted to $2,254,000 but in 
1933 the total was only $537,000. 

All members of the industry will 
have representation on the Code Au- 
thority. An open price provision is 
provided for in the code but without 
a waiting period for price revision. 

sesiithiliipcanins 


Canvas Belting Code Authority 
Approved 
The National Recovery Adminis- 
tration has announced its approval of 
the method of selecting the members 
of the code authority for the canvas 
stitched belting industry. The mem- 
bers of the code authority are as fol- 
lows: Walter H. Tobey, president, 
Canvas Stitched Belt Manufacturers’ 
Association, Main Belting Company, 
Philadelphia, Pennsylvania: I. P. 
| Smith, Hettrick Manufacturing Com- 
| pany, Toledo, Ohio; Edwin Vollrath, 
| vice-president, Canvas Stitched Belt 
Manufacturers’ Association, Victor 
| Balata and Textile Belting Company, 
| Easton, Pennsylvania. 
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All complaints concerning unsatisfactory pic- 


tures taken at the convention will please be 
directed to this gentleman, Mr. John Ora, in 
care of Mill Supplies. We will be very glad 
to pass your kind remarks along to John— 


The Editors. 


Spray Painting Code Authority 
Elected 


At a meeting of the Spray Painting 


and Finishing Equipment Manufac- 


turing Industry held at the Hotel | 


Cleveland, Cleveland, Ohio, on May 


1, six members were elected to the | 


Code Authority for administering the 


recently approved spray painting and | 


finishing equipment 


code. ‘The six members elected are: 


manufacturing | 


W. F. Gradolph, The DeVilbiss Com- | 


pany, Toledo, Ohio; H. W. 
Eclipse Airbrush Company, 


3each, 
Incor- 


porated, Newark, New Jersey; W. B. | 


Thompson, 
Sommerville, 


Sprayco, Incorporated, 
Roche, Binks Manufacturing Com- 
pany, Chicago, Illinois; J. A. Paasche, 
Paasche Airbrush Company, Chicago, 
Illinois; S. Deutsch, The Electric 
Sprayit Company, South Bend, In- 
diana, 
— 


Machine Screw Code Signed 


Massachusetts; J. F. | 


The Code of Fair Competition for 


the Machine Screw 


Manufacturing | 


Industry has been approved by the | 


National Recovery Administration. 
It went into effect May 9. 


A stay of | 


the clause providing for a waiting | 
period between the filing date and ef- | 
fective date of open price lists was 


ordered. 
The Code provides for a Code Au- 
thority of five members which is di- 


rected to determine a fair system of | 


cost accounting 
industry. 
manded 


dustry. 


applicable to the 
Open price lists are de- 
from members of the in- 
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MEYER 2” QUICK DETACHABLE COUPLING FOR BULK 
DISPENSING EQUIPMENT 
Such as Tank Trucks, Loading Racks, etc. 
Connects by pushing Spud, V-8, into Spring, V-170 — Separates by pushing down on Lever, V-225 
No Washers to Lose, No Threads to Cross. 
Quick, Positive, Leak-proof. 
Saves Time, Money, Labor and Replacements. 


This device is of special interest to oil companies and others operating 
bulk equipment delivery fleets or tank installations. 
Write for further particulars to: 


MEYER COUPLING COMPANY, Inc. 2. "xngctes, “California 


Washer V-I91 seals on end of V-8. 








nly the original molybdenum 
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Star “Moly” hack saw blades make friends 
of those who buy and those whd sell them. 
Ne] 43M Latta atole Gee Tohwae ol (oLol-Me loll fol akelo mel 0iy/1) 


farther. Saw fastest, last longest, sell quickest. 


GENUINE MOLY BLADES ARE MADE ONLY 


hack saw blades are die- 
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Here Today! 
THE HOISTS OF TOMORROW 
—— and they bear the CM label 








cM 
CYCLONE 


12 Anti-Friction 
Bearings 
oe 
A dependable long-life 
hoist, efficient, with gy- 
rating yokes. Dust-proof, 
oil-tight housing. Screw 
type brake. 


CM 
AL-LITE 
World’s First 
Aluminum Alloy 


Hoist With 
Safety Governor 
One-third lighter, facili- 
tates one-man —— 


Strong, durable. Hig 
efficiency. 


CM 
HERCULES 


Safety Hoist 
with Safety 
ernor 
> eee 


High speed, spur-geared. 
Simple design. Adjust- 
able load brake. Quick 
lowering. 























@ These three hoists, on display at all CM distributors, 
are part of the completely modernized CM line. .. What- 
ever your handling problem, whether large or small, 
there’s an up-to-date CM unit for the job. 
Chisholm-Moore Hoist Corporation, Tonawanda, N. Y. 

( Division Columbus-McKinnon Chain Corporation ) 


CHISHO OORE 


CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 

























DISTRIBUTORS: 


Investigate 


AMERICAN 


SANITARY WIPING CLOTHS 
Cheese Cloth @ @ Dust Cloths 


You will find your wiper business a constantly increasing source of revenue 
when you associate with this reliable source of supply. 


Washed 


Sterilized 


Every rag passing through our two plants is subjected to thorough and 
conscientious cleansing and sterilization. Every piece meets fully the most 
rigid standards imposed by health boards of every type. 










Both of our plants are oper- 
ating strictly according to the 
As cherue mee wiping cloth code now in effect. 
bers of the Sanitary 
Institute of America, we 
provide an affidavit with 
each shipment of our 
wiping cloths that they 
meet all safety and sani- 
tary requirements of city 
and state health depart- 
ments and are correct in 


weight. _ 


You will find our prices and 
discounts put you in a favor- 
able position to compete suc- 
cessfully for the bulk of the 
wiping cloth business in your 
territory. 


“a 
YY 


<2? ag’ 





Write for complete information. 


AMERICAN SANITARY RAG CO. 


1001 West North Ave., Eastern Plant: 600 De Graw St., 
CHICAGO, ILL. BROOKLYN, N. Y. 














O’Leary Elected President M. A. P. I. 

John W. O’Leary, Chicago indus- 
trialist, has been reelected president 
of the Machinery and Allied Prod- 
ucts Institute. Mr. O’Leary, who has 
been leader of this important durable 
goods group since its organization 
last July, has taken a prominent part 
in deliberations at Washington and 
elsewhere concerning the code opera- 
tions and other current problems of 
the far-flung industrial institutions 
making up the M. A. P. I. member- 
ship. 

The Institute includes in its ranks 
most of America’s machinery manu- 
facturers, as well as the country’s lead- 
ing builders of locomotives, elevators, 
highway machinery, woodworking 
equipment and other nationally known 
capital goods producers. In normal 
times, the companies making up the 
institute employ more than 350,000 
workers and show mass sales totalling 
almost five billion dollars annually. 
The total investment of these com- 
panies is said to exceed three and one- 
half billion dollars. 

Other officers reelected with Mr. 
O’Leary are: H. C. Beaver, Worth- 
ington Pump and Machinery Corpora- 
tion, vice-president ; Paul C. DeWolf, 
Brown and Sharpe Manufacturing 
Company, secretary; and Robert H. 
Morse, Fairbanks, Morse and Com- 
pany, treasurer. 


a 


Supplementary Code for Machine 
Screw Nut Industry Approved 

A Code of Fair Competition for 
the Machine Screw Nut Industry, sup- 
plementary to the approved code for 
the Fabricated Metal Products Manu- 
facturing and Metal Finishing and 
Metal Coating Industry, has been ap- 
proved by the National Recovery Ad- 
ministration, with the exception of a 
portion of Article V, Section 2, which 
prescribes a waiting period between 
the filing with the Code Authority and 
the effective date of price lists. The 
action of this section is stayed, pend- 
ing a further order from General 
Johnson. The supplementary code 
became effective on May 15. 

Operating under the hour, wage and 
labor provisions of the basic code, the 
industry provides for its self govern- 
ment by a Code Authority of five 
members to be elected by members of 
the Industry. 

The Code provides for open price 
lists and whenever the Code Authority 
shall determine that an emergency ex- 
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THING 
THEY BUY! 



































LANTS that are first to post- 
pone the purchase of safety 
equipment when business de- 
creases are the first to buy it 
when times improve. The 
steady flow of orders coming 
to us through our distributors 
proves it. 


Get your share of this desir- 
able business. Stock up on 
Dayton Safety Ladders now, 
and close those sales that have 
been pending. 


High quality, branded mer- 
chandise like Dayton Safety 
Ladders helps you build busi- 
ness profitably. 


We back you with full 
co-operation. 


A few desirable distributor 
territories are open. 


THE DAYTON SAFETY 
LADDER CO. 


121-123 W. Third St., Cincinnati, O. 


DAYTON 
Safety Ladder 


(Patented ) 








Glancy, on May 21, approved the 
method of selection and the person- 
nel of the supplementary code au- 
thority for the hack saw blade manu- 
facturing industry. It consists of 
William P. Jeffery, chairman, 1 Wall 
Street, New York City; Daniel W. 
Northup, Henry G. Thompson and 
Sons Company, New Haven, Conn., 
and H. S. Forsberg, Forsberg Manu- 
facturing Company, Bridgeport, 
Conn. 
scsi 
Woodworking Machinery Code 
Signed with Stay 

The Code of Fair Competition for 
the Woodworking Machinery Indus- 
| try was approved and a provision 
which would prohibit a member of 
the industry from selling through any 
distributor who shall fail to agree to 
resell in accordance with the clause of 
the code relating to selling below rea- 
sonable cost, open price lists and fair 
trade practices was temporarily 
stayed. It went into effect May 25. 

Selling below reasonable cost would 
be banned, under the Code, only when 
the Code Authority with the approval 
of the Administrator, shall decide that 
an emergency exists due to destruc- 
tive price cutting. A uniform cost 
accounting system for the industry is 
to be devised by the Code Authority 
and all members of the industry are 
required to file price lists. 

The Code adopts the wage, hour 
and labor provisions of the basic Code 
and establishes a Code Authority of 
not less than five nor more than eight 
to consist of the executive committee 
of the Association of Manufacturers 
of Woodworking Machinery together 
with one non-member manufacturer. 
All matters affecting the industry are 
to be decided by a double vote, one a 
numerical vote and the other a 
weighted vote. 


——g—__— 


New Buegeleisen Catalog 
A new 12-page catalog, illustrating 
and describing the line of goggles 
made by Harry Buegeleisen, Brook- 
lyn, New York, has just been pre- 
pared. Copies may be had on request 
| to 287 Fulton Street, Brooklyn. 











@ How about 
those custom- 
ers who say 
their unions 
can’t hold alcohol or gas- 
oline? Do they know 
about U.S. Unions? 

Show them the Four- 
Lock Seal that won't leak 
with the most volatile 
liquids, and grips like 
sin under high pressure 
and vibration. Tell them 
that U. S. Unions hold 
tight ... even after sev- 
eral make-ups. 

Sell them U. S. Unions, 
and you'll win yourself 
some long-time custom- 
ers. And remember, the 
U. S. Union policy is to 
sell through distributors 


... to your profit. 
* 


UNITED SUPERIOR 
UNION CO., INC. 
Division of 

Mergenthaler Linotype Co. 
29Ryerson St., Brooklyn, N.Y. 
Representative jobbers de- 
sired in every industrial 
center 


U-S-UNIONS 
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ists, sales below reasonable costs +. 
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& Hack Saw.Code Authority Approved 
The First Division Administrator A. R. 
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TRIED and 
PROVEN 





The ATLAS has for more than 
twenty-five years demonstrated 


under actual working conditions 
that it will answer every require- 
ment of a good car mover to 
the entire satisfaction of your 
customers, 


There are no experiments in 


the ATLAS of today. 


The ATLAS will help you make 
profitable sales to an established 
market. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 


(Formerly Appleton Car Mover Co.) 


APPLETON, WISC. 


ed 





~ aaa | GAVE US AACE 1 SABO AND WE wh MOVE Tek EAT 


POWER 
HOUSE 


SPECIALTY 


NOW 


A STAPLE 


DURA-STIX 


FIREBRICK CEMENT 








has achieved a dig- 
nified reputation for 
faithful service to 
industry. It has 
proven itself an 
attractive Supply 
House account for 
many years. Once 
the line is acquired 


—IT STICKS. 





Extension of our activities brings an oppor- 
tunity for representation in certain localities. 


Keystone Refractories Co. 
Frederick Reisman, Pres. 


120 Liberty Street New York 








New Osborn Brush Catalog 


A new 80-page brush catalog, num- | 


| ber 180, has just recently been issued 


| pany, 


by The Osborn Manufacturing Com- 
Cleveland, Ohio. This a 
general brush catalog, illustrating and 


1S 


| describing the complete line of Os- 


born brushes. 
The brushes in this new catalog 


have been arranged and described in | 
a way that will help the buyer or user | 
select the correct type of brush to | 


meet the specific requirement. In 


addition, there is a two-page chart | 
which is designed to help in the cor- | 
rect selection of wire wheel brushes. | 

Other features of the new catalog | 
| include a page of helpful suggestions | 


on the proper care of paint and var- 


nish brushes, and an_ introduction 
containing interesting and helpful 


| facts about many different brush ma- 


terials. 
— 


| New Catalog Announced by Deming 
A new 160-page illustrated catalog | 


heen issued by the Deming Company 
of Salem, Ohio, and is now ready for 
free distribution. 

This catalog has all information, in- 


| cluding general descriptions, engineer- 


ing information, tables and other tech- 
nical data. Among many new prod- 
ucts and developments featured are 
the new “Marvelette” water- system: 
“Marvel” shallow well pumps 
water “Oul-Rite” 
well and deep well pumps and water 


and 
systems ; 


| known as Catalog Number 30 has | 


shallow | 


systems and new worm drive deep 


well pumps and water systems. 


rca 

Taylor Chain Issues Bulletins and 

Price List 

The S. G. Taylor Chain Company, 
Hammond, Indiana, has recently is- 
sued a bulletin on dredge iron chain: 
another on coil chain, log chains, load- 
ing chain, conveyor chain, grab hooks, 
; a third on 
tire chains; and a price list on bright 
harness and saddlery chains. 


slip hooks and cold shuts 


= ~~ 
Skilsaw Issues New Catalog 

A new 36-page catalog illustrating 
the general line of electric tools manu- 
Skilsaw, 


factured by Incorporated, 


| Chicago, has just been issued. Among 


the items featured are electric hand 
saws, electric belt sanders, ball bear- 
ing electric blowers and suction clean- 
ers. Complete specifications, applica- 


| tions and prices are given. Copies will 
| he sent on request to manufacturers. 


JTEELOS 


| a= 


DABBLE PLES PLB 


OUT IN FRONT! 


| 


Step into the lead in belting sales 


in your territory with Veelos 


Genuine Balata Belting 


Here is a real belt for the every 
day run of transmission, elevating 
and conveying applications—true and 
smooth running, non-shrinking and 
non-stretching, guaranteed to give 
exceptional service on a most eco- 
nomical basis. It transmits all power 
without loss. 

Veelos Balata is not a special belt 
by any means, but can be used in all 
places where leather, rubber or can- 
vas belts will run—and to much bet- 
ter advantage. 

And you will find Hemek Canvas 
Stitched Belting—for the tough and 
heavy jobs—an ideal running mate. 


+ 


Ask for distributor terms 
and all the facts. 


+ 
MANHEIM MANUFACTURING 


& BELTING COMPANY 
MANHEIM, PA. 














We can give you quick 
service on the following: 


BOLTS 
Connecting Rod 
Dardelet Thread 


NUTS 
Semi-Finished Hex 
and Jam 
Coarse and Fine 
Castle Nuts 
SCREWS, Cap (Made from 
.30—.37 normalized steel) 
Hexagon Head 
Coarse and Fine Thread 


Fillister Head 
Flat Head 


SCREWS, Lag 
SCREWS, Machine 
Brass and Steel 


Flat. Round, Oval 
Fillister Head 


SCREWS, Set 
Headless—Square Head 
SCREWS, Wood 
Brass and Steel 
SPECIAL WORK 
Our packing and shipping meth- 


ods insure safety, as wel 
prom ptness. 


Thread 





TUVALA 


as 


We invite you to try us. 





| Railroad Ave. at Ninth St. 


ROCKFORD, ILL. 





\ 
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Flexible Steel Lacing Publishes Book | 


A 72-page illustrated text book en- 
titled “Short Cuts to Power Trans- 
mission” has just been published by 
the Flexible Steel Lacing Company. 
This book is a thorough revision, with 
new chapters added, of a book with 


the same title which the company has | 


published in the past. It contains all 
information needed in, solving any or- 
dinary belt transmission problem, a 
discussion of belting of all kinds, ex- 
tremely informative material on the 
subject of belt joints and good trans- 
mission practice, besides a mass of 
useful tables and data. 
While treating of engineering sub- 
jects, the book is written in a clear, 
simple manner. Copies may be se- 
cured by writing the company at 
4607-31 Lexington Street, Chicago. 
scncensialliineamnss 
Bond Company Issues New Catalog 


associated 


A new catalog and handbook cover- 
ing stock gears, sprockets, speed re- 
ducers and allied products, has been 


published by the Charles Bond Com- | 


pany, Philadelphia. 
The catalog is unusual in that it lists 


one of the largest selections of stock | 


gears in the country. 


It also lists the | 


new line of Bond stock speed reduc- | 


ers. 
detail as the latest developments in 
the engineering field have been incor- 
porated in them. Full descriptions 
are given on pages 99 and 115. 

The wide range of sizes and ratios 
of stock gears and the many pages of 
valuable and interesting engineering 
information given in catalog No. 57 
make this little book valuable. 





Highlights of the Cincinnati 


Convention 
(Continued from page 22) 





that a large field existed® for our 
products in the field covered by 
small machine shops and mainte- 
nance departments in all industry. 
These prospects bought in small quan- 
tities but they bought steadily all 


These units are modern in every | 


through the vear to take care of re- | 


pairs and replacements. 
“The cost of selling these scattered 


plants direct was out of the question, | 


Finally, we 
came to the conclusion that the mill 
supply distributor was our logical out- 
let. 

“First we built up a complete qual- 
itv line for distributors to sell. Then 
we adopted a definite sales policy. 
Into our six-point policy we pledged 


It was too expensive. 








HERE IT IS AT LAST! 
FRICTIONLESS BRONZE BEARING METAL 


An epochal achievement of modern 
industrial science 





After long years of research and laboratory experimentation, we have 
perfected a formula for the manufacture of a Bronze Bearing Metal 
which can be used with or without lubrication, under the highest extremes 
of physical pressure and temperature (up to 1320 degrees). 


7. Friction 
WITHOUT (<2. Scoring, Binding or Seizing the shaft 


3. Injury to surface smoothness 
THIS NEW PRODUCT 


‘““‘PREMIER BRONZE 
BEARING METALS’’ 


Is now being used in over 300 large industrial plants 
throughout the United States with a maximum of 
service and durability at a minimum of expense 
and worry. 

Write for circular giving complete facts about this outstanding new metal, and for territorial 


arrangements. Stock and sell Premier and profit by the consumer demand that is sure to 
develop for it. 


THE PREMIER BRONZE CORPORATION 
HADE RUBELMANN, President 
1022 N. 6th St. ST. LOUIS, MO. 














CLEAR ROAD 
Ahead... 


If you handle “Greenfield” Threading Tools, No 
stops, waits, or detours, because of Small Tool 
failures. Satistied customers mark the “Greenfield 





Road"’—satisfied because they are getting real 
reliable quality when they buy any tool of the 
“Greenfield” line of Taps, Dies, Screw Plates, 


Twist Drills, Reamers, 
Screw Extractors. 


Gauges, Pipe Tools and 


Distributors handling the “Greenfield” line are 
helping to build for themselves sound reputations 
for dependable merchandise. Being a “Green 
field” distributor means that you are handling a 
strong, proven line—a line well and favorably 
known wherever Small Tools are used. Nowhere 
else can similar small tool value be found. Then 
too, the “Greenfield” policy is one that allows 
the distributor every possible single penny of 
profit. Supply Houses looking for a distinctly 
better Small Tool line—a faster selling line—a 
line with greater. profit possibilities—will make 
no mistake in looking the “Greenfield” way. 





See Greenfield Tools at the General Exhibits Building, Century of Progress, 1934 
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GREENFIELO. MASSACHUSETTS: 





BRANCHES 


New York: 
15 Warren St. Canadian Branch 
Greenfield Tap & Die 

Corp. of Canada, 

Ltd.. Galt, 
Ontario 





Chicago: 
611 W. Washington Bivd. 
Detroit: 
228 Congress St. W. 
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MILL SUPPLIES 














We Believe Thoroughly 
in Distributors 


—and invite them to investigate 
their profit opportunities with: 


GENUINE 
HETTRICK 
Stitched Canvas Belting 


MALABAR 
for conveying and elevating 
and 


HETMACO 
The New Transmission Belt 
































Our established re-sale price set-up will 
appeal to you. So will our attractive dis- 
tributor terms and our sales assistance. 


The great belting replacement market 
in industry is open to you. Your sales 
opportunities are growing daily. Inves- 
tigate these fine lines NOW 





HETTRICK MFG. CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 


























positive cooperation between factory 
and distributor. 

“Results have been gratifying. In 
five months, we have appointed more 
than 50 distributors. By selling 
through distributors we reduced our 
costs of selling and made possible bet- 
ter service to users. Our volume is 
10 times what it would have been had 
we attempted to sell direct.” 


Resolutions 
HE following resolutions were 
adopted during the convention : 

1. A resolution opposing the Wag- 
ner Labor Bill. 

2. A resolution approving the sound 
and constructive work already done 
by the Durable Goods Committee and 
expressing the hope that it will not 
cease to function with the presenta- 
tion of its report to the President but 
will continue its good work. 

3. A resolution opposing the ad- 
ministration measure to establish min- 
imum wage rates and regulate hours 
of employment for outside and trav- 
eling salesmen. 

4. A resolution endorsing the gen- 
eral policy of self-government in in- 
dustry as made possible through codes 
established under the N I R A and 
condemning the Darrow report as 
biased, unjustified by facts and indi- 
cating a complete lack of knowledge 
of the true conditions. 

Other resolutions passed had to do 
with expressing sympathy to families 
and business associates of members 
of the industry who passed away dur- 
ing the year and expressing thanks 
to the entertainment committee for 
their activities in behalf of those at- 
tending the convention. 


Cash Discounts 
URING the past eight or nine 
months many manufacturers 
have established new terms either in 
their codes or under the price filing 
provisions of their codes. The varia- 
tion in these terms has caused an un- 
due hardship on distributors. By 
acclamation, both associations adopted 
the following resolution expressing 

their feelings on the subject. 
“WHEREAS, the tremendous 
variation in cash discounts and terms 
of different groups of manufacturers 
under their Codes of Fair Competi- 
tion imposes an unnecessary and un- 

fair hardship on distributors, 

“THEREFORE BE IT RE- 
SOLVED, that we endorse and rec- 


“Leek-Pruf” Quality 


STANDS OUT 


in Jobs—and Sales 


Berry's “Leek-Pruf Hard Acid 
Core Solder has three superior 
features. |. No sputtering. 2. No 
fumes. 3. Wo leakage. They make 
every soldering job easier, more 
efficient. Your solder customers 
can count on “Leek-Pruf" to work 
quicker and more smoothly; flow 
more freely; penetrate grease; 
solder iron and steel. Try Berry's. 
Its superiority and economy will 
make you many a satisfied custo- 
mer. BERRY SOLDER CO., Inc., 
19 Rector Street, New York. In- 
dustrial and packaged solder. 


BERRY’'S 
SOLDER 


Cex pruf hard acid core 
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CLOTHS 


distributors 








it will sonnel to you. 


Here is a chance to mak: Bi ge Rn profits on a real 
—_ line of 9 of wiping cloths—sa! , dependably 
merican mad 


2 Your commen will be steady repeaters on this good 
ne. 





LOUISVILLE SANITARY 
WIPERS COMPANY, INC. 


759-65 S. Preston St., 


LOUISVILLE, KY. 
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FLEXIBLE SHAFT 
MACHINES 


FIRST AID 





IN 
HUNDREDS OF OPERATIONS 
IN METAL 


Below is illustrated our Auto Body 
and Fender Finishing Machine. 
Sixty other types and sizes. 


Type ABMS—1/3 HP. 
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N. A. STRAND & CO. 


Manufacturers 


5001 N. Lincoln St. CHICAGO 











Grobet Swiss Files 


A Profitable Line for Distributors 


There is —" sales resistance in 
article that 
has a a wide reputation. To 
sell a so-called “just as good” 
imitation is sometimes an expen- 
sive experiment. 


The enterprising distributor sell- 
ing genuine Grobet Swiss Files will 
consistently do more business and 
make more profits than those han- 
dling inferior brands. 


Today more than 200 distributors, 

including some of the oldest and 

biggest firms, are selling this long- 

penne line of files. —They 
Grobet lead 


oun File Corp. of Am. offers to 
the users of files a diversity of line 
d by any 














other file omen 
Complete Line: 


Grobet Swiss Precision Files, 3,500 
different shapes, sizes and cuts (almost 
twice as many as Cs by imi- 
tators of our products). 


Grobet Machine Files for Hartford, Ill- 
nols, LaPorte, Cochrane-Bly, Oliver, 
Thiel, Harvey Filing Machines. 

Grobet Curved Tooth Files. 

Grobet Rotary Files for flexible shaft 
equipment. 
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Grobet File Corp. of America 
3 Park Place New York City 





ommend to manufacturers to estab- 
lish a minimum cash discount of two 
per cent with only one monthly set- 
tlement from statement.” 

Assurances were received from 
many groups of manufacturers that 
adjustments would be made in their 
cash discount terms. 


& 
How P. M. E. A. Is Aiding 


Distributors 

EORGE WINSHIP, Fulton 
Supply Company, Atlanta, com- 
mended very highly the work of the 
Mechanical Power Engineering As- 
sociates, an organization of manufac- 
turers of group drive equipment and 

supplies. : 

“Two years ago,” said Mr. Win- 
ship, “the transmission manufacturers 
began to see business slipping away 
from them. They realized that they 
had been asleep at the switch and 
that industry had been thoroughly 
sold on the idea that the modern, 
beautiful plant was the one with no 
pulleys, belts and lineshafts. 

“These manufacturers set out to 
make investigations through case 
studies in individual plants to deter- 
mine just what is their market. These 
studies prove definitely that unit drive 
is not always the best, but that there 
is a large and profitable market for 
modern group drive. The task, there- 
fore, was to get this message of fact 
across to industry.” 

“Some 56 power transmission clubs 
were formed throughout the country, 
clubs which number among their 
membership distributors and their 
salesmen. Through these clubs, the 
facts developed through case studies 
which were presented. Three facts 
concerning modern group drive were 
stressed: 1. Low installation cost, 
2. Low maintenance cost, and 3, Low 
power cost. 

“M. P. E. A. is helping us distrib- 
utors to learn the facts about modern 
transmission equipment so that we 
can sell it intelligently. This assist- 
ance is absolutely essential because 
with the hundreds of items handled, 
it is just natural that salesmen will 
sell best those things they know most 
about. 

“Now that the research and educa- 
tional programs are well under way, 
the next step is an extensive national 
advertising program which will soon 
get under way. M. P. E. A. is doing 
a fine job,” concluded Mr. Winship, 
“and it’s up to distributors to take 














advantage of what’s being done.” 









Get Our LOW 
PRICE on this 2”, 
10,000 Gal. Size 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


2”—3”—A” —6”—8” SIZES 
Rentaces fetan alsin 'f eon 


rtable, priming cen 
~~ 3 low prices. Write us. 


THE JAEGER MACHINE CO. 
501 Dublin Avenue, Columbus, Ohio 








RIES&1Ib Wrenches are 


HEAVY-DUTY 


New 7000 Ib. Super-X Alloy Handle 
Gives Unequaled Strength 


ITH guaranteed housing and powerful I-beam 

handle, FRIERDID has always been strong enough 
for any job. Now it’s more than twice as strong, real 
heavy-duty if there ever was one. 

Our new Super-X Metal is neither mal- 
leable nor steel but has > best qual- 
ities of both. The ant 

actually holds a a of 7000 Ibs. 
9,” from the jaw. You can't get 
enough pipe and men on the han- 
die to equal half of that. 
Heavy-duty—and we mean just 
that—but it's the regular 
RIGDID Wrench at the reg- 
ular price. 
The wrench with Sales Ap- 
peal, volume and profit. 





























And you 


still ge’ 
these pMOTTION 
nea a5 
advantages 
Replaceable heel Son na 


jaw. Adjusting 
nut spins easily. 
Guaranteed unbreak- 
able housing. Jaws 
of chrome molybde- 
num nickel steel. Com- 
fortable-grip double- 
strength I-beam handle 
with hang-up hole. In- 
stant grip, instant let-go. 
Accurate pipe scale on full- 
fl hook jaw. 

Try it once—you'll never want 
to use any other, 


This quar- 
antee label 
on every 
housing. 


THE RIDGE TOOL CO., Elyria, O., U. $. A. 


RIiAIb 


PIPE TOOLS 
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Inquiries that mean 
dollars to you! 


ATLAS LATHE 


° 9” Screw Cutting 
) 






Our vigorous advertising campaign to 
potential purchasers of the Atlas Lathe 
has just one end in view—to secure in- 
quiries for our distributors. 


This advertising is bringing in several 
hundred inquiries monthly. Every one 
is referred to the distributor in the ter- 
ritory whence it comes. 


These leads are producing sales in good 
volume, at fine profits, for our distrib- 
utors. 


You can cash in on this resultful cam- 
paign. Write today for complete infor- 
mation. 


This low priced Atlas Lathe is a com- 
plete unit, with integral countershaft, 
belts, ete. Works metal and wood. 
Effects a noticeable saving in power. 
Appeals to present users of higher 
priced lathes, more costly to operate, 
also to many small shop owners who 
neither can afford nor do they need 
more expensive lathes when the ATLAS 
will do the work as well. 


ATLAS PRESS COMPANY 


1840 N. Pitcher St. KALAMAZOO, MICH. 














Plant Buyers Prefer 
One 


chases of Screws and Bolts | 





And that’s the 
advantage of Selling 


ll 


$79 COMPLETE AS | 


ILLUSTRATED LESS MOTOR 


| 


Source of Supply 


at least when it comes to pur- | 


OTTEMILLER 


MILLED SCREW MACHINE PRODUCTS | 


Our set and cap screws, cou- 
pling bolts and milled studs are 
complete for practically all pur- 
poses——and are so accurate, uni- 
form and economical that they 


buyers. 


profits sell Ottemiller Products. 

















The WM. H. OTTEMILLER CO. 
YORK, PA 


- » We also manufacture Dardelet Thread Screws - - 








have become standard with many | 


For good volume and steady | 


Write for complete information. | 
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Inerease Your Prestige 
BLADES whose unexcelled toughness, per- 
other hack saw blades made today, on any 
job, under any conditions. You can sell them 
AMERICAN SAW & MFG. COMPANY 
Springfield, Mass., U.S. A 


formance and uniformity are unsurpassed by 
SPEED BLADES guarantee a saving over any 


other blades at any price. 
with satisfaction and profit. 


In actual operating costs, 
complete information. 
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Here it i's/ 
ATKINS %i° SAW 


that stops 
Waste 


Users of Atkins SILVER 
STEEL Hacksaws know what 
they will do. They make 
more cuts per blade than any 
other and a big cut in the cost 
of cutting. 


That’s the reason we “intro- 
duced SILVER STEEL 
Hacksaws, the original high 
grade blade, to give your cus- 
tomers better value for their 
dollar—and a profitable sales 
volume for you. 


Sales of “Blue End” Hacksaw 
Blades are going up — so be 
sure to get your share. 


E. C. ATKINS Ano COMPANY 
INDIANAPOLIS, IND. 


Study this list 


and learn how many SILVER 
STEEL mill supplies can be ob- 
tained from one reliable manu- 
facturer; furthermore the sale 
of each is made with a busi- 
ness-like profit to the dis- 
tributor. 


|. Hacksaw Blades; hand 
and power 


. Kwik-Kut Hacksaw Ma- 
chines 


. Hacksaw Frames—solid, 
extension, rail 


Metal Bandsaw Blades 
. Metal Bandsaw Machines 


. Circular Metal Saws; 
high speed, carbon steel 


. Solid and Inserted Tooth 
Circular Saws 


. Band Saws; wide and 


narrow 


. Cross Cut Saws; one and 
two-man 


. Cross Cut Saw Handles 
. Hand Saws 

. Saw Tools 

. A-Z Saw Sets 


. Grinding Wheels; Acro- 
lite and Ferrolite 


. Machine Knives; all kinds 
. Files; all kinds 
Car Movers 


. Load Binders 

. Cantol Belt Wax 

. Belt and Strap Punches 
. Belt Scrapers 
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Feature ATKINS 
“The Finest On Earth” 
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